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UP FRONT 


AMOA’s secret deal: 
What do you think? 


In the “Letters to the Editor” section of this issue, 
the outspoken and oftentimes controversial New York 
operator Millie McCarthy contends that the recent 
agreement between the jukebox operators’ national 
association (AMOA) and the performing rights societies 
was, in effect, a sellout, a case of bad leadership fashion- 
ing a bad deal for operators. 

She wrote, “The Copyright Tribunal was given the 
right by Congress to do us in...so I don’t fault them for 
trying to get all they can. However, our side didn’t have 


to second the motion. This is America. We had aright to _ 


know. This country was founded because of Taxation 
without Representation, and now we find we’re victims of 
a secret agreement.” 

Since we received that letter, we’ve talked to 
numerous state association executives to find out what 
their operator members think about the deal. And we’ve 
talked to numerous independent operators across the 
country on the matter. And, quite honestly, we’re getting 
a very disturbing reading of the operators’ sentiment on 
this issue. | 

A few do contend the AMOA pulled off a coup, that 
they gained a rebate from the performing rights societies 
on nothing more than a bluff. They said AMOA gained a 
rebate from ASCAP, BMI, and SESAC (the performing 
rights societies) in exchange for dropping a legislative 
push that the performing rights societies didn’t know was 
doomed to fail anyway. 

But others contend the performing rights societies 
are not dummies, that they knew as well as everyone else 
on Capitol Hill that AMOA’s legislative push was 
doomed. 

Some say, under the circumstances, what AMOA 
achieved was the best solution the industry could 
possibly hope for. After all, the other side had all the 
money, and Congress was getting sick and tired of 
hearing AMOA’s plea to help save the jukebox operator. 

Yet others contend the AMOA achieved nothing. 
They say the agreement AMOA reached with the per- 
forming rights societies was in the works long before 
that. They’ve even said AMOA actually tried to censure 
and silence operators who were working independently 
toward this very same compromise. 

A great number of operators complain because they 
never got the chance to vote on the deal before it was 
approved by AMOA’s leadership. 

But many are upset with AMOA agreeing to any 
quotas on jukebox registrations because that furthers 
the arguments by the performing rights societies which 
contend the low number of jukebox registrations is due 
to operators disobeying the law, rather than the simple 
fact that there are fewer and fewer operators operating 
fewer and fewer jukeboxes today. By AMOA agreeing to 
higher and higher quotas, these operators contend, the 
performing rights societies will be in a position, when 
these quotas aren’t met, to paint a picture of the jukebox 
operator as a lawless businessman, and that will be the 
basis for their exacting further concessions from 
operators. aaa 
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(A pathetic sidenote on this subject is that another 
industry publication has already endorsed the AMOA 
quota system and claimed there are untold thousands of 
“free riders out there who haven't paid their license fees 
yet...Right now, all we want is for those free riders to 
pony up.” Again, this helps only to further ASCAP’s 
future claim that there are untold thousands of jukebox 
operators violating the law. After all, if the operators’ 
own association and one of its publications agree, then 
surely the lawlessness must be rampant.) 

Some claim they’ve cancelled their AMOA mem- 
bership because they see the agreement as a sellout that 
has cost them more in dues over the years than they will 
ever realize in rebates. 

And still others say the whole mess is a dead issue, 
that they’ve gotten out of the jukebox business a long 
time ago. Still more claim they wrote off long ago 
anything good ever coming out of AMOA’s fight over 
jukebox copyrights and that there are more important 
issues facing the industry today. 

But nearly everyone is in agreement about one 
thing. They don’t think AMOA has the right to enter into 
any arrangement with the performing rights societies 
and then keep that arrangement secret from its mem- 
bers. And this, more than anything else, is eating away at 
AMOA’s membership. Since this agreement affects 
jukebox operators directly, they feel they have a right to 
know all the terms of the agreement their association 
made. 

In hopes of opening a dialogue on this subject, we’re 
offering you the opportunity to voice your opinion in 
letters to the editor on the subject. What are your views 
about the AMOA compromise? In a future issue, we will 
give our view. But we want your views now. 

What are your feelings about the AMOA entering 
into a secret agreement with the performing rights 
societies? 

Are you satisfied with that agreement? 

Do you think more could have been achieved? 

Are you Satisfied with the direction of the AMOA? 

Are you satisfied with AMOA’s leadership? 

Do you think changes have to be made within the 
association? 

Does the jukebox copyright issue warrant further 
attention—politically, legally, even editorially? 

Or should the industry—especially AMOA— 
refocus its energies into other areas? 

Whether you want to praise, condemn, impeach, or 
promote—we want to hear from you. The specter of a 
secret agreement should not have the effect of muzzling 
the operators in this industry; and, for that reason, we 
want to hear from you. 


f Ayo 5 | CCAD eas 
David Pierson 
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Letters to 
the editor... 


Drycleaning 


I own a coin-op laundry and dry- 
cleaning pick-up station in Annapolis, 
Maryland. Your articles have greatly 
helped my business and | feel that my 
business will prosper with the con- 
tinued access to your information. 

Neal Barrett 
Laundry Experts 
Annapolis, Maryland 


Promotion oriented 


Good to see you’re pushing for 
promotions in arcades (Play Meter, 
May 15). It seems that there are still 
some arcades whose success with pro- 
motions prove it can be done with 
results. 

Just wanted to remind you and 
those promotion oriented operators, 
Promoting Your Game Center is still 
available. This book of promotion 
ideas for game centers can be pur- 
chased for only $5 from Business 
Builders. 

Carol Kantor 
Business Builders 
Cupertino, California 


Likes Sheraton 
New Orleans 


If I were you, I would have the 
AOE either at the Sheraton or the 
Marriott—absolutely perfect locations 
for everyone. 
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Please don’t frown on the Shera- 
ton, because you may have to hold the 
show on two floors. Remember 
AMOA was held at the Conrad Hilton 
for years and two or three floors were 
used. It actually makes little difference 
when there are convenient escalators 
and elevators to serve the two floors. I 
don’t know what other factors are 
involved, cost, facilities, etc., but 
having either the Sheraton or Marriott 
will enhance the prospect of making 
New Orleans a permanent place for 
the AOE. 

Convenience means plenty to 
everyone—manufacturers, operators, 
distributors—and is the name of the 
game at either hotel. 

Louis Boasberg 
New Orleans Novelty Co. 
Metairie, Louisiana 


Disagrees with 
compromise 


I move for the termination of Leo 
Droste’s contract with AMOA and 
that of the law firm of Jenner and 
Block. I would move for the impeach- 
ment of president (John) Estridge, but 


his term is up anyway. To think we 
paid such enormous sums of money to 
cut our own throats! 

The Copyright Tribunal was given 
the right by Congress to do us in, if you 
will, so I don’t fault them for trying to 
get all they can. However, our side 
didn’t have to second the motion. This 
is America. We had the right to know. 
This country was founded because of 
Taxation without Representation, and 
now we find we’re victims of a secret 
agreement. 

We stick together like sheep with 
AMOA because we feel we should 
hang together and we like to meet ata 
show. That is the only function we ever 
got out of AMOA anyway and we’ve 
learned to accept it. 

But by being one voice, we can get 
signed away by one stroke of a pen— 
and worse yet—totally without our 
knowledge. We were told to be quiet so 
as not to upset negotiations that would 
be to our benefit. Fine! 

But we, who are responsible for 
payment, should have been notified 
before it was set in cement. 

Millie McCarthy 
Catskill Amusement, Inc. 
Hurleyville, New York 


Audio Visual 
Amusements 
OFFERING THE FINEST 


NEW AND USED EQUIPMENT 
YOU'VE TRIED THE REST, NOW TRY THE BEST! 
We’re Eager To Serve 
1809 Olive Street, St. Louis, Missouri 63103 


314/421-5100 


for further information, call Pete Entringer collect 


Have You Seen... 
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HECK OUR 
PRICES AND SEE! 
HOFFMAN & HOFFMAN tokens are 

minted under the most rigid quality control 
standards. We match Old World craftsmanship with 
advanced technology. HOFFMAN & HOFFMAN has 


the best prices, fastest delivery, and highest quality 
tokens in the nation. 


CUSTOM TOKENS SHIPPED IN 10 DAYS 


HOFFMAN & HOFFMAN “HH 


P.O. BOX 896, CARMEL, CA 93921 
800-227-5813 
IN CA 800-227-5814 


AOE pays $6,200 to AMOA, NCMI 


Operator attendance at this past 
year’s Amusement Operators Expo 
(AOE ’85) resulted in a direct cash 
payback of $6,200 to the industry’s 
two national operator associations. 

Carol P. Lally, publisher of Play 
Meter magazine and sponsor of 
AOE’85, earmarked checks of $3,100 
for (1) the Wayne E. Hesch Memorial 
Education Fund of the Amusement 
and Music Operators Association 
(AMOA) and (2) the National Coin 
Machine Institute (NCMI). 

The total $6,200 donation repre- 
sents a $5 donation from each of the 
1,240 operator attendees at this past 
spring’s industry exposition. Lally 
wrote both trade associations, 


“Considering the present state of: 


the industry, we are very happy with 
this strong attendance and expect 
future shows and future donations 
to your organization(s) to be even 
greater.” 


Just before his death, Ralph C.- 


Lally Il, Carol’s husband and the 
previous publisher of Play Meter 
and sponsor of the AOE, had insti- 
tuted the AOE promotion to benefit 
both operator organizations “in an 
effort to promote unity within the 
industry and to share the success of 
all future AOE shows.”’ 

He instituted a fee of $5 per per- 
son be charged for each admission 
badge to the exhibit hall for all non- 
exhibitor personnel and pledged to 
donate $5 for each seminar attendee 
who entered the exhibit hall since 
seminar attendees receive free 
exhibit hall badges. In fact, the great 
majority of AOE attendees are semi- 
nar attendees. 

“The entire amount of funds 
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raised in this effort,’ Ralph Lally 
pledged, “will be donated to the 
betterment of the industry through 
the good works of this industry’s 
operator associations.” 

With the half singled out for the 
AMOA, Carol Lally earmarked that 
money specifically for the AMOA’s 
Wayne E. Hesch memorial education 
fund. The AMOA established that 
fund in late 1983 to honor Hesch, a 
former association president who 
died in 1982. AMOA, which is 
administering this education foun- 
dation as a division of AMOA, 
awards scholarships each year to 
students whose applications are 


Ye i. - ~~ oe 
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approved by an-AMOA scholarship 
committee. 

Application for these scholar- 
ship funds is open to the public. 

Said Carol Lally, “Il am happy to 
donate to the AMOA’s education 
scholarship program, and | hope 
this donation helps draw attention 
and additional contributions to this 
most worthwhile cause.” 

Carol Lally went on to say, 
“Ralph’s goal was always to give 
something back to the industry and 
to its programs. For my part, | plan to 
continue that practice and make the 
AOE a trade exposition which bene- 
fits the industry and its programs.” @ 


Jack and Carol Lally of Play Meter magazine deposit checks of $3,100 each to 
the AMOA and NCM as proceeds from AOE ’85. The donation represented a 
$5 donation from each of the 1,240 operators who attended the industry’s 


springtime exposition. 
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YOU RECEIVE THE MOST 
RELIABLE INDUSTRY 
INFORMATION—VITAL TO THE 

SUCCESS OF YOUR BUSINESS— 

BY SUBSCRIBING TO PLAY METER 


YOU REACH YOUR 
MOST PROFITABLE AND 
MOST RESPONSIVE MARKET 
BY ADVERTISING IN 
PLAY METER 


y 4 


SUBSCRIBE - ADVERTISE 
904/488-7003 
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Have You Seen The 


TURBINE ROOM? 


Bowler Roller is the perfect 
addition to your gameroom. We 
bring you great games and more. 


Since 1968 we have been developing 
merchandising programs and 
equipment. If you are interested in 
tickets, prizes, redemption centers 
and merchandising methods give us 
a call. 


The makers of Whac-A-Mole 
Manufactured in U.S.A. since 1970 
Bob’s Space Racers, Inc. 
427 15th Street 

Daytona Beach Florida 32017 
904-677-0761 


SPECIAL NOTICE 


purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 


International reputation for selling the 
finest used videos, flippers, & amusement 


Hanson plans Shootout 


Hanson Distributing Company 
of Bloomington, Minnesota, is 
planning a $15,000 Dart Shootout to 
be held in St. Paul, Minnesota, in 
October 1985. 

“After the tremendous success 
of our $10,000 Dart Shootout in 
January, we have been pushed by 
our customers and the players to get 
another program rolling,’ says 
Hanson’s promotion manager, 
David Gabrielli. “All of the qualifier 
kits have been taken, so we’re look- 
ing forward to an even more suc- 
cessful event than the last.” 

The January 1985 Dart Shootout 
was the largest electronic dart tour- 
nament ever held according to 
Hanson, who is out to break that 
record again, opening the five- 


Bally Sente 


event program to 128 teams per 
event. 

Only players who qualified in a 
location tournament, run by opera- 
tors and their location owners, are 
allowed into the finals. Trophies and 
prizes are given out at the location 
level, but to receive money, a player 
must compete in the finals. 

Said Gabrielli, “The most money 
won at the last event was $350. We 
believe in paying as many places as 
possible instead of allowing first 
place to take it all. 

The official machine for the 
October 1985 Shoothout will be 
Idea’s All-American Dart line, and 
finalists will be playing the Masters 
Out 301 (a standard 25-cent game on 
the All-American machine). ® 


appoints two distributors 


Bally Sente, Sunnyvale, Califor- 
nia, has appointed two distributors. 

Roth Novelty Company of Wilkes 
Barre, Pennsylvania, has been 
appointed exclusive Bally Sente 
distributor for northeastern Penn- 
sylvania. “I have known Phil Roth 
ever since he started with his father 
Murph in managing their company,’ 
said Bernie Powers, director of mar- 
keting and sales. “I am proud to 
have Roth Novelty as a distributor 
for Bally Sente because | consider 
them not only customers but friends. 
They have always been a sound 
representative for the products they 


handle and Bally Sente is providing 
the products people want to repre- 
sent.” 

Franco Distributing Company, 
Inc., a 57 year old distributor in 
Montgomery, Alabama, has been 
selected to represent the full line of 
Bally Sente products. “Rubin and 
Mark Franco represent the stability 
and dedication of a proven distribu- 
torship. Appointing them for south- 
ern Alabama and the Florida penin- 
sula is like appointing an old friend. 
| know they will represent the Bally 
Sente line appropriately,’ com- 
mented Powers. ® 


games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 * 504/888-3500 


We are in the 
entertainment business. 
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VS. HOGAN’S ALL 
AND VS. DUCK HUNT 


ON TARGET TO VS. HOGAN'S ALLEY and 

A DOUBLE HIT VS. DUCK HUNT, two 
great games for the 
VS. SYSTEM™ — 


Games that never stop 
earning. 


SET YOUR SIGHTS 
ON FUN AND PROFIT 


Take Aim At 
VS. HOGAN'S ALLEY 


Nintendo tests your sharpshooting 
skills at the FBI's training camp in this 
exciting new game for the VS. SYSTEM. 

With the light gun attachment in 
hand, you've got to respond with split 
second accuracy and instinct to protect 
innocent lives and bring down the bad 
guys. Do you have what it takes to be 
an agent? Take on VS. HOGAN’S ALLEY 
and find out. 


A fast eye and accurate aim are needed 
to hit only the gangsters in the lineup. 


Shoot To Win 
With VS. DUCK HUNT 

If one sure hit isn't enough, Nintendo 
offers another bull's eye profit-maker— 
VS. DUCK HUNT. 

This fast-action target game takes 
you into the marshes with your trusted 
hunting dog at your side. He'll flush the 
ducks out from hiding. Then, it's up to 
you to bring them down and shoot your 
way to an exciting bonus round. 


Flushed out from hiding, the ducks 
become targets for the player's gun. 


Reaction time and shooting skill are 
again tested in a street scene. 


After two successful hits, the hunting 
dog retrieves the fallen birds. 


Make The Mark 
With The VS. SYSTEM 


VS. HOGAN'S ALLEY and VS. DUCK 
HUNT are part of Nintendo’ VS. SYSTEM 
of interchangeable games—the most 
flexible and inexpensive game conversion 
system on the market today. 

You can buy either game in a dedi- 
cated version for the new single monitor 
VS. UNISYSTEM™ Or, mix or match 
them for use with the dual monitor 
VS. DUALSYSTEM™ As always, both 


Players must shoot the tin cans and 
keep them in the air to earn points. 


UPRIGHT/VS. 
DUALSYSTEM 
(Dual Monitor) 
Dimensions: 
451%4"(W) X 33%2"(D) 
6712"(H) 

J Weight: 375 bb. 


HOGaN 
AL 


On the practice range, players take aim 
at a succession of clay pigeons. 


Light gun attachment required 
at additional cost. 


Nintendo of America Inc. 
P.O. Box 957, Redmond, WA 98052 
(206) 882-2040 


UPRIGHT/VS. UNISYSTEM 
(Single Monitor) Dimensions: 
2334" (W) X 3234"(D) X 6856"(H) 
Weight: 250 Ib. 


new game releases are 
available as VS. PAKS™ 
for your current _ 
VS. SYSTEM hardware. 
And, if you want the 
VS. SYSTEM to breathe new life into 
your old Nintendo games, there's the 
VS. UNISYSTEM KIT.™ It will convert 
your old cabinets into VS. UNISYSTEMS. 
Then, with VS. HOGAN’S ALLEY or 
VS. DUCK HUNT, you'll have everything 
you'll need to target greater profits. 


CONVERTED UPRIGHT/ 

VS. UNISYSTEM 

[VS. UNISYSTEM KIT 
available for Donkey Kong™ 
Donkey Kong Jr.™ Popeye* 
Mario Bros™ (narrow cabinet 
only) and Donkey Kong 3™ 
cabinets. | 


*©King Features Syndicate, Inc. | 


VS. HOGAN’S ALLEY 
and VS. DUCK HUNT, 
two great games 

for the VS. SYSTEM— 
Games that never 

stop earning. 


©1985 Nintendo of America Inc. 
Printed in U.S.A. 


Nomac Ltd., Algonquin, Illinois, 
manufacturer of Pub Time dart 
games, has created a national tour- 
nament program available to opera- 
tors of all brands of coin-operated 
dart games and an operator support 
program. 

The tournament program consists 
of weekly qualifying location tour- 
nament and state championship 
tournaments leading up to $50,000 
Pub time Darts National Champion- 
ship scheduled for spring 1986. 

“There are several local and 
regional dart programs already in 
existence, but players and operators 
are asking for a national champion- 
ship,’ explained Nomac president 
Bill McClure. “The benefits to the 
operator began with the weekly 
qualifying tournaments and con- 
tinues until we’ve crowned the 1986 
national soft-tip dart champion.” 

Kathy Brainard of Major Events, 
an independent promotional con- 
sulting company specializing in 
tournament and leagues, will assist 
Nomac with the national tourna- 
ment program. Brainard currently 
supervises a national table soccer 
tour and several state pool tourna- 
ments. Nomac has signed Brainard 
to an exclusive contract for coin- 


NOMAC plans National 
Dart Tournament Program 


operated dart promotions. 

“The format for the program will 
be similar to one which we have 
used successfully for state pool 
tournaments,” explained Brainard. 
“We plan to work through state 
Operators associations whenever 
possible. Nomac will provide funds 
for printed materials and prize 
money.” 

Nomac’s Operator Support Pro- 
gram is to help operators learn how 
to promote their games at the local 
level. Nomac will give the operator 
$500 in prize money and send a fac- 
tory representative to the operator’s 
location and actually run a tourna- 
ment for the operator. To qualify for 
the program, an operator must pur- 
chase ten games from his distributor 
prior to the tournament and must 
meet the Operator Support Pro- 
gram requirements. 

Another promotion is a Midwest 
State Challenge Tournament to be 
held in conjunction with the AMOA 
show this fall. 

Operators interested in receiv- 
ing more information can contact 
Nomac at 901 Armstrong St., Algon- 
quin, Illinois 60102. Telephone 312/ 
658-6166 or (outside Illinois) 800/ 
323-0449. e 


Music Service pool tourney 


On April 19-21, 89 teams met in 
Marshall, Minnesota, for Music 
Service’s sixth annual pool tour- 
nament. Teams were competing for 
a chance to play in the Valley 
National Pool Tournament held in 
June in Las Vegas. 

Winners in the men’s divisions, 
A, B, and C, were Michael’s on the 
Main, Marshall; Gambler, Marshall; 
and Currie Liquor, Currie. In the 
two women’s divisions, A and B, 
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winners were Stockman’s Bar l, 
Sioux Falls; and Wooden Nickel II, 
Marshall. 

A special award was given during 
Awards night held at the close of the 
1984-85 season. 

Bob Starbeck of Montevideo was 
given a plaque for his perfect atten- 
dance record for shooting each 
night of league play since Music 
Service formed the league six years 
ago. e 


mt -800-225-2734* 


Now one low 
price for any size 
tokens up to 1”. 


per thousand in quantities 


of 10,000 or more. 


Roger Williams Mint, who for 
over 5 decades has set the 
quality standard in precision 
minting, now offers the low 
price quality standard that can't 
be beat. No middle-man .. . you 
buy direct. We are the largest 
manufacturer of tokens in the 
country. 

Stock Tokens—Same Day 

Shipment 
Custom Tokens—3-4 
Weeks, Even Less 

Design Service—AT NO COST 


CALL 
TOLL-FREE 


for information or 
to place an order. 
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Wiliams 
Mint” 


Northwest Industrial Park 


79 Walton Street, Attleboro, MA 02703 
*In Mass. Call (617) 226-3310 


CoinTel installs 
first private pay phone 


CoinTel, the first independent 
pay telephone company in Ohio, 
installed the first authorized pri- 
vately owned pay telephone at 
Flagg’s, Upper Arlington. 

“We at the Flagg’s Center look at 
the pay telephone as another source 
of revenue for our business. It is 
important to provide our customers 
with the highest quality phone ser- 
vice while producing revenue for 
Flagg’s. The CoinTel pay telephone 
provides the same essential services 
of a Bell System phone,” says Mark 
Gilliland, owner of Flagg’s. 

CoinTel was formed in April, 
1984, when decisions by state and 
federal authorities ended Bell’s 80- 
year monopoly of the pay telephone 
industry. Rather than being paid a 
small commission from a Bell pay 
telephone, a business proprietor 
may buy, rent, or lease a pay tele- 
phone. 


~ 


Conte president, John R. Hoffmann, 
with the first privately owned pay tele- 
phone in Ohio at Flagg’s. 


“There are approximately 80,000 
pay telephones in Ohio producing 
$140 million in revenue per year, 
very little of which is returned to the 
business that, made those revenues 
possible,” says John R. Hoffmann, 
president and founder of CoinTel. 

“The average pay telephone 
produces approximately $200 per 
month in revenue of which Bell pays 
$12 commission. But if you owned 
the pay phone you would receive 
$125 per month after paying the 
phone line charge,’ Hoffmann 
added. 

CoinTel carries an inventory of 
pay telephones to cover indoor and 
outdoor installation. The phones 
have a microprocessor which han- 
dles calls without special telephone 
company equipment. The micropro- 
cessor stores rates for local and long 
distance calls so the owner of the 
phone is guaranteed a profit. ® 


PAMMA plans event 


The Pennsylvania Amusement 
and Music Machine Association 
(PAMMA) is finalizing plans for its 
annual trade show. Show organizers 
have added a unique feature to this 
year’s event plus timely seminars. 


The show is scheduled for July 
13-15 in Valley Forge, Pennsylvania, 
at the Sheraton/Convention Center. 
Said convention chairman, Sharon 
Harris, ““We are expecting a large 
turnout and have planned mini 
workshops to be held right on the 
convention floor. | think this isa first 
for a state trade show.” 


The mini workshops will offey 
hands on troubleshooting. PAMMA 


provided the space in booths next to 
exhibitors booths. 

Manufacturers and distributors 
also feel the PAMMA show will be 
an industry event. ““We’ve all been 
to some state shows this year that 
were disappointments,” noted Bill 
Cravens of Nintendo. “However, | 
am very optimistic about this show 
because the manufacturers are 
getting involved. Some of the 
manufacturers will be exhibiting 
brand new product never seen 
before and the seminars will cover 
subjects operators are interested 
in.” 

Some of the seminar topics 
include Systems, Pinball in Today’s 


Market, and Private Pay Phones. 
Speakers include Steve Blattspeiler 
of Bally, Gil Pollack of Premier 
Technology, and Joe Dillon of 
Williams focusing on Pinball; Bill 
Cravens of Nintendo, Bernie Powers 
of Bally Sente, Jim Pierce of Cinema- 
tronics, and representatives from 
Atari and Konami talking on Sys- 
tems; and Dick George of Roy 
George Music and Vending, Marty 
Segal of Segal and Jacobs, George 
Wood of CoinTel, and representa- 
tives of the PUC and the Bell system 
speaking on Private Pay Phones. 
For more information, contact 
the PAMMA office at 717/737-5675 
or in Pennsylvania 800/521-7778. e@ 
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The industry loses 


On May 23 the industry lost 
more than a friend, it lost a legend. 
Abe Susman, having been troubled 
by congestive heart failure for 
several years, suffered a stroke and 
died a week later at age 76. 

His history in the coin-operated 
amusement business spanned several 
decades during which he was many 
times a One man campaign for the 
good image of the industry and 
becoming involved in its issues. In 
1962, he made a speech before the 
Texas senate imploring them to pass 
a bill allowing free plays on pinballs. 
Before that time, pinballs were asso- 
ciated with gambling but Abe 
worked to change that image. Said 
long time business associate Mike 
Wilkenson, “There is definitely a 
cleaner image of this industry 
because of Abe.” 

He made many friends in law 
enforcement, becoming the only 
non-political person at that time to 
receive an honorary membership in 
the Sheriff’s Association. 

Prior to starting his distribu- 
torship, State Music Distributors in 
Dallas, Abe was in the liquor 
distributing business. He delivered 
the first keg of beer in Dallas after 
the repeal of prohibition. He 
opened his first store before World 
War Il and during that time 
operated a few games. 

In the early 50’s the liquor busi- 
ness went soft with not much profit. 
So, instead of firing any of his 
employees, he turned that business 
over to them and set out to get into 
another business. That move led 
him to form State Music in 1950. He 
started out with the D. Gottlieb & 
Co., AMI, Rock-Ola, and Chicago 
Coin lines of equipment. 

Abe’s motto was and continued 
to be “If it ain’t right, Abe will make 
it right.”” He remained at the same 
location, 3100 Main Street in Dallas, 
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a legend 


throughout his career. 

According to Abe’s son Buddy, 
“My dad always knew this was a 
tough business. When the surge 
came and everyone was making 
money, he must have stated a 
hundred times that it was only 
temporary. He did not overspend 
and the business remained basically 
like it was in 1950. Of course, he 
always believed that a company’s 
success was its personnel, so he paid 
them very well. He always believed 
you put your money in personnel 
and you can’t go wrong.” 


According to Buddy, Abe liked 
being known for what he was. He 
was a gruff man but not pretentious. 
He called a spade a spade and that’s 
just the way it was. People who 
knew him liked and respected him.” 

State Music Distributors is now 
being run by Buddy, Abe’s daughter’s 
husband, Sherwin Newar, and Mike 
Wilkenson. 

Abe is survived by Buddy, 
daughter Sheila, and grandchildren 
Ari and Dawn Susman, and Adam, 
Scott, and Alison Newar. Abe’s wife 
Terry passed away in November. 


Abe Susman front left, active until his death, poses with (clockwise) 
the late Don Osborne of Atari, Fred McCord, Atari, and 
Tommie Chatten, Southwest Vending. 
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ROMSTAR INTRODUCES THREE NEW 
CONVERSION KITS FOR THE PROFIT-MINDED 
OPERATOR 


A two player cartoon game with great play action, 
music and graphics. Easy to play, hard to master. 
Broad player appeal for kids 6 to 60. 


An action packed sports/fighting game with three ws Os 
venues of competition including fencing, kendo and _ a 


Roman gladiator Great income! 


An exciting driving game which features motor- 
cycle racing on a road course. This should appeal to 
the pole position fans. Kickstart has steady, long- 
term income. 


For the name of your nearest Romstar Distributor contact John Rowe at: 
3043 Kashiwa Street, Torrance, CA 90505 213/539-2744 Telex 182426 


Northern New York operators 


Two long-running, successful 
pool tournament programs in New 
York merged this spring to create 
the 1985 Northern New York/North 
Country 8-Ball Championship. The 
tournament finals were held at the 
Holiday Inn in Lake Placid on March 
31 with 96 players competing in two 
divisions for over $6,000 in prize 
money and awards. 

Players qualified for the cham- 
pionship at 48 sponsoring locations 
in the northern New York area from 
Massena, Potsdam, Plattsburgh, to 
Tupper Lake and Elizabethtown. 
Three New York vending com- 
panies, A.S. Hardy Co., Valley Vend- 
ing Service, and Upstate Vending 
Service were responsible for orga- 
nizing and sponsoring the program. 

The format consisted of eight 
weeks of qualifying rounds at each 
location, leading up to a location 
playoff which qualified two finalists 
for the championship in Lake Placid. 
There were no entry fees for players, 
and every finalist was guaranteed 
prize money at the championship, 
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sponsor tourney 


which paid to 48th place. 

Eight new Dynamo pool tables 
were provided for the champion- 
ship by Bally Northeast Distributing 
and Dynamo Corp. Previously, the 
North Country 8-Ball Champion- 
ship finals were played at the New 
York State Army National Guard 
Armory in Malone, where AS. 
Hardy Co. is based, and the 
Northern New York 8-Ball Cham- 
pionship in the Lake Placid Arena. 
By combining the two programs, 
however, the number of players in 
the championship greatly increased 
and the change of venue, along with 
the doubling of the prize money, 
was well-received by all participants, 
according to tournament organizer 
Steve Hardy of A.S. Hardy Co. 

In the “A” Division, Harley 
Mattila from Milano’s in Peru, New 
York, captured first place. During 
seven and a half hours of play, 
Mattila dominated his opponents, 
losing only one game throughout 
the day. Bob Briggs from Yesterdays 
in Potsdam finished second. 


Jerry Spaulding, representing 
the Hilltop Hotel in Nicholville, 
prevailed in the ‘B’”’ Division, 
defeating Richard Wickwire from 
the Dugway in Parishville in the final 
match. 


Players received prize money 
ranging from $750 for first in the “A” 
Division to $10 for 48th place in the 
“B’’ Division. 

All involved with the program 
were pleased with the results of the 
merger and expect next year’s event 
to be even larger. 


“Our joining the Lake Placid and 
Plattsburgh vendors in this under- 
taking eases the pressure in terms of 
minimum numbers necessary in 
order to make it affordable,” com- 
mented Steve Hardy. “‘We are 
excited about the possibility that 
our tournament may provide the 
incentive necessary to other ven- 
dors in New York State to organize 
similar events, which in turn could 
become the basis of an overall New 
York State 8-ball Championships.” 


Ninety-six players took part in the 1985 Northern New York/North County 8-Ball Championship, 
which took place on March 31 at the Holiday Inn in Lake Placid. 
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tatus Game expands 


Status Game Corporation, de- 
signer, manufacturer, and operator 
of coin-operated video games, has 
moved its corporate headquarters 
to a newly-constructed, 15,000- 
square-foot building at 56 Budney 
ee. : aa ecuatn nn Hi Road, Newington, Connecticut. The 
Suse w company previously occupied a 

sates 3 9,000-square-foot facility in West 
Hartford, Connecticut. 

“The building has been designed 
to help increase operation efficien- 
cies and to provide additional pro- 
duction capacity to keep pace with 
the increasing demand for our 
growing product lines, including 
the successful Triv-Quiz,’ noted 
president Irv Yaffa. 

Status also has manufacturing, 
service, and sales facilities in Nevada, 
Status Game’s new plant. New Jersey, and California. * 
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WHY RISK OBSOLESCENCE DUE TO REGULATORY CHANGES. 


a Scart! 
BS aa 
All Payphone International products operate the same as pre-pay 
Bell Coin Telephones. 


@ True pre-pay Deposit coins before dialing 
@ True coin return If call not completed, coins returned 
@ Accepts multiple coins Nickels, Dimes, and Quarters 


TELECOIN 8400E (Local) THE GENIUS (Long distance) 


800 numbers Same features as 8400E 

Information (optional) Voice synthesis 

Free 911 User programmable 

Call counter Programmable from office 

Metal touch pad Calls owner when vandalized 

Timed calls (optional) Calls owner when coin box full 

Locking coin box Calls owner when repairs needed 

Adjustable coin totalizer Variable rates by prefix 

Hearing aid compatible Variable rates by area code 

Armored handset cable Function tests 

Denies toll calls and Meets all state regulations 
collect calls 


1439 North 27th Lane @ Phoenix, Arizona 85009 
602/233-3300 


COIN RETURN 
BELOW 
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Cinematronics Celebrates 


— Rob Boldt 
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Ten Years of 
Yankee Ingenuity 


The roll call now includes the 
likes of Nintendo, Nichibutsu, Atari, 
Data East, Konami, Tehkan, Romstar, 
Namco, and Universal. The Japanese 
takeover of the U.S. video game 
manufacturing business has reached 
great proportions. However, one of 
the few remaining all-American video 
game companies, Cinematronics of El 
Cajon, California, recently celebrated 
its tenth anniversary, showing that 
there’s still a place for Yankee 
ingenuity in the coin-op video game 
industry. 

Despite an uncertain market and at 
times its own uncertain future, Cine- 
matronics has somehow survived the 
ravages of the video game bust and has 
broken new ground in the area of game 
technology while doing so. 

And Jim Pierce, president of the 
company, makes a point of that. Said 
he, “Outside of Cinematronics, there’s 
been no real new technology break- 
throughs in this industry. We intro- 
duced laser disc technology to this 
industry. But outside of that, there’s 
been no real new technology in the 
video games business.” 

Cinematronics was founded on 
April Fools’ Day in 1975 in a 2,000 
square foot industrial park building in 
San Diego. “We started on April 
Fools’ Day and since then have grown 
and, hopefully, have gotten smarter,” 
Pierce said. 

He went on to say, “Actually, when 
we entered this industry ten years ago, 
we didn’t understand the nature of the 
industry. But considering our track 
record, I’m proud. Anytime we 
develop a game in-house, five of eight 


are hits. And that’s good in this 
business.” 

Having suffered through the worst 
of times when Cinematronics’ own 
future was like the industry’s—iffy— 
Cinematronics now occupies a 78,000 
square foot complex in E] Cajon, Cali- 
fornia. 

Cinematronics’ claim of being in 
the forefront of new game technology 
dates back to 1977 when the company 
introduced the first X-Y monitor ina 
game destined for greatness, Space 
Wars. 

The X-Y monitor gave video 
games unprecented three-dimensional 
realism and helped that small factory 
win top game of the year honors from 
Play Meter magazine, based on a poll 
of the nation’s operators. 

In the following years, the com- 
pany produced Star Hawk, Speed 
Freak, Tail Gunner, Rip Off, Star 
Castle, and Armor Attack. 

Then, at the 1982 AMOA show, 
Sega Electronics teased the industry 
with laser disc technology by pre- 
viewing a game called Astron Belt. 
However, it was Cinematronics which 
brought the first laser game to the 
marketplace with Dragon’s Lair in the 
summer of 1983. Despite the flood of 
other laser disc entries, Dragon’s Lair 
remains the only truly successful laser 
disc game introduced to the industry. 
Last year, in fact, that game was 
donated to the Smithsonian Institute 
for inclusion in a permanent display 
which outlines the history of the coin- 
op industry. 

Now Cinematronics has joined the 
competition for video game systems by 


19 


introducing its Cinemat system. Like 
other systems available on the market, 
the Cinemat system offers the operator 
a hardware system that allows easy, 
low-cost field conversions. 
Exhibiting the system at the recent 
AOE ’85, Pierce pledged a commit- 
ment to introducing all his company’s 
new games into that format. “We’re 


not going to practice the art of intro- : 


ducing our hit games as dedicated 
games only. All Cinematronics’ future 
games will be introduced as software 
changes to the Cinemat system. 

According to Pierce, the com- 
pany’s system is low-priced because it 
uses fewer, less expensive parts, which, 
in turn, allows for a smaller printed 
circuit board; and that translates into 
lower manufacturing costs and greater 
reliability, the company claims. The 
hardware system uses a multi-lane 
video technique, including back- 
ground scrolling in any direction, at 
any angle, and at any speed. With all 
that potential, Cinematronics’ engi- 
neers claim the new Cinemat system 
will allow twice as much to be accom- 
plished on the screen. 

“We’re doing what we promised to 
do,” said Rob Boldt, director of mar- 


keting for Cinematronics. “We’re 
giving the operators what they said 
they wanted.” 

He went on to say the Cinemat 
system allows an operator to convert 
any dedicated game to the Cinema- 
tronics system. 

“We took a good, long, hard look 
at the market before we came out with 
Cinemat,” said Pierce. “We carefully 
assessed the marketplace and its needs. 
It’s clear the market wants low-cost 
product, but that that product be ver- 
satile in that they can rotate games. 

“Then we looked at the player 
base,” Pierce continued, “and tried to 
determine not only what was necessary 
to satisfy the existing player but also 
what type of product we would have to 
introduce to expand our player base, 
to win over new and more players. 
With what we’ve come up with, we’re 
terribly excited about our product, our 
future, and especially this industry’s.” 

The company’s first Cinemat offer- 
ing was Cerebus, a space themed game 
where the player controls a space 
station orbiting the moon, Cerebus, 
while fighting enemies and trying to 
retrieve power pods. But the com- 
pany’s early success with the Cinemat 


system seems to be coming as a result 
of the second entry, Mayhem 2002. Set 
in a futuristic roller arena, suggestive 
of the motion picture “Rollerball,” 
players scramble to scoop up a steel 
ball and put it into the goal. Players 
can compete either against the com- 
puter or against each other. 

At a recent distributor showing in 
St. Louis, AVA _ president Pete 
Entringer, told Play Meter, “Ithought 
Mayhem was a good game. But after 
seeing every Operating company in 
here today—and I mean every oper- 
ating company—purchase Mayhem, 
either as a dedicated game or as a 
system kit, I have great hope for Cine- 
matronics for the future.” 

The St. Louis distributor added, 
“But a system is only as good as the 
software in it, and now Cinematronics 
is going to have to keep it up, like 
Nintendo.” 

Beginning its second decade, Cine- 
matronics will be hard-pressed to meet 
the Nintendo challenge. But, as one of 
the few remaining all-American com- 
paneis, if there’s still a place for 
Yankee ingenuity in the video game 
business today, Cinematronics is a 
good bet for making that happen. e 


Cinematronics’ strong suit has always been its technological advancements. The company’s programming and engineering 
department are (from left) Jim Widdel, Dave Scott, Medo Moreno, Shari Munn, and Alex McKay. 
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COINMAN 


INTERVIEW 


BERNIE 
POWERS 


Our Coinman, Bernie Powers, started in the 
industry in January 1973. In that month, he married his 
wife Judy; graduated from college with degrees in 
management and marketing; and joined Bally Manu- 
facturing as a management trainee. Now he has a masters 
degree in Business Administration; and he and his wife 
have three daughters— Kelly, 12; Kerry, 7;and Courtney, 
3—and they have a fourth child due in September. 

Born and raised in the Chicago area, Bernie is president 
of Trilakes Enterprises, a private investment corporation 
composed of ten executives in ten completely different 
industries who pool their resources for the purchase of 
stocks and commodities. That, he says, has helped him 
maintain an outside view of the industry. “A lot of time 
when youre in an industry, you lose perspective of other 
businesses that are out there, and you tend to forget that 
other businesses have good and bad times just like our 
industry does. So this helps me gain a broader perspective 
of the general business climate.” 

Bernie's career at Bally moved him from Carousel 
Time (which was Bally’s forerunner to Aladdin’s Castle) 
to Bally’s corporate headquarters where he was involved 
in the manufacture and sale of novelty games, bingos, 
and pinballs. He was probably best known for his pinball 
schools just before and during the dawn of electronic 
pinball. When Bally underwent its decentralization, 
Bernie left the company’s marketing division and went 
over to the Bally Pinball division. Then he became 
director of marketing for Bally’s Aladdin’s Castles. From 
there he went to work with Bally Distributing and, in 
March, took over as director of marketing and sales for 
Bally Sente. So he has a wide range of experience in all 
facets of the industry. 

He has a reputation of being a thorough worker who 
researches a subject completely before embarking on a 
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course of action. And, once he sets out, he attacks it with 
a lot of energy. That was just the case when we 
interviewed him after a two-month cross-country junket 
which took him to all Bally Sente’s distributors and to a 
number of state association trade shows. Currently in 
charge of introducing the Bally Sente SAC system 
(meaning Sente Arcade Computer) to operators, Bernie’s 
energy on optimism for the industry’s future indicates a 
promise of hope many in the industry are now displaying. 


PLAY METER: Where do you see the industry headed? 
POWERS: I can probably best answer that by giving 
you an example of what happened to the Ford Motor 
Company in 1969. I think it’s a classic example and 
illustrates exactly what’s happened to this industry. Ford 
had been having a lot of problems. They were coming out 
of a strong production phase where they had been 
cranking outa lot of cars and now were on the backside of 
that. So, when their financial man came into a manage- 
ment meeting and showed a depressing line on another 
plant that they should chose, the marketing man finally 
got up and said, “Every month you talk about closing 
another plant. Why don’t we just shut the whole place 
down? Why are you going to nickel and dime us to 
death?” What that did was signal that the Ford Motor 
Company was at the end of its numbers-crunching phase 
and was ready to put marketing to the forefront again 
and see what the people wanted. They knew it wasn’t the 
Edsel; so they had to find out what the people really 
wanted. They had to pay attention to what the 
marketplace was telling them. That meeting turned out to 
be the turning point for Ford. From there, they started 
back up, and I’d say they’ve been fairly successful since. 

That same thing is happening right now in this 
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THE TICKET DISPENSER 
—WITH EAPERIENCE 


DELTRONIC LABS DL-1275 Ticket Dispenser is now 
available in kits—for quick and easy installation on existing 
video, pinball and novelty games. 

For more than 7 years, top amusement manufacturers 
have relied on DELTRONICS LABS for quality ticket dis- 
spensers, backed by prompt and efficient service. 

Now this time-tested dispenser is incorporated in kits for 
the same dependable performance on your present games. 

You can renew player interest with tickets for awards and 
bonuses—and keep them playing again and again and again! 


DELTRONIC LABS, INC. 


Eight & Maple Avenue @ Lansdale, PA 19446 
215/362-9112 @ Telex 317054 


COIN OPERATED 
TIRE INFLATORS 


The Time is now and We are Ready! 


Are built to withstand the rigors of time and weather. Your 
READY VEND Machine will still be ee vey —— well 
into the 21st Century. ) 


WHY ARE WE BETTER? 


Fiber Glass cabinets with Gel- 
coat and stainless steel doors 
are our standards. Only the 
highest grade _ industrial 
components, hoses & 
materials are used. Nothing 
to rust, chip or tarnish. Even 
our floor stands are made of 
tough aluminum alloy. Our 
cabinets are attractively 
styled in blue and yellow. 
Other colors available. 


price? $799.00 


PRICE ? 


RETURN ON INVESTMENT? 
Your R.O.I. should be less 
than one year. All this from a 
low maintenance, service 
oriented product. 


Ready Vend, Inc.® 
904/389-VEND 
P. O. Box 7338 
Jacksonville, Florida 32238 


For more information or to 
place your order... 
®Registered Trademark 
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industry. We went through a marketing orientation that 
created some definite player interest. But then we became 
very production oriented—all of us—even the operators, 
who started putting games in locations that would never 
make them any money. From there, it was inevitable that 
we pass on to a number crunching or bean-counting 
phase where we cut back. And now, finally, we’re getting 
back to a marketing orientation. What’s happening now 
is we’re trying once again to determine our players’ needs 
and design games for the marketplace, rather than just 
produce anything we create. That’s what is coming back 
into the industry, and I think it’s healthy. I just hope we 
don’t once again get carried away with that production 
orientation. And, in truth, with the systems approach, I 
think there’s less of a chance of us falling into that pro- 
duction phase because eventually people will be buying 
games for their system, and the ease of rotation will help 
there. 


PLAY METER: You're saying, in effect, that video 
game systems, like your Bally Sente system, are a way the 
industry can sort of hedge itself against becoming 
production-oriented. So far, what has been the operators’ 
reaction to this approach? 
POWERS: Well, like one operator in Texas told me last 
week, it’s something they want. He came up to me and 
said, “You should have done this with your Sente system 
ten years ago.” And I told him he was probably right. 
And then he asked, “How come you didn’t?” And I said, 
“Probably because nobody thought about it.” But it 
makes sense today. When you look at the systems games 
that are out there, it just makes a whole lot more sense to 
the operator because of the ease of interchangeability. 
Now, it may be great to be an armchair quarterback 
and say we should have kicked the field goal instead of 
punting the ball, but the fact is it wasn’t done ten years 
ago, but it is being done now, and all we can do is look 
ahead to the future. And it'll mean a healthier situation 
for the operator. It will limit the operator’s outlay of 
capital where in the past it went strictly for dedicated 
games. Overall, I’ve gotten some really positive response 
from operators, and it looks like that will be the future for 
the business. I look at the games that are coming out for 


‘the systems. Good games. And Sente is completely dedi- 


cated to building games for its systems, and that’s a 
healthy situation for the operator because now you have 
the manufacturing facilities greared down for that type of 
business, and operators geared down to that type of 
business also. 


PLAY METER: How would you describe the operator 
today? 

POWERS: He’s finally getting back into a healthy situ- 
ation. He’s gone through a couple of years of turmoil and 
has had to go back to the basics. Many of them were faced 
with large debts, but they’ve worked that off. And, from 
all indications I’ve gotten, their revenues appear to be up. 
From the street operators I’ve talked to, it looks like 
revenues are up anywhere between 25 to 35 percent. Still, 
a lot of operators are wary that that might be short-lived. 
But those revenues have been up for a few months, and 
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it’s looking positive. 


PLAY METER: You're talking about the operators’ 
revenues being up, and that they need to limit their 
capital outlay in the way that video game systems can 
help. But which, in your opinion, is more important to 
the operator today—a good price or a good game? 

POWERS: Definitely good games. It’s still number one. 


PLAY METER: And even though a system is marketed 
to the operator as a price break, you don’t feel that this in 
any way hampers the operator’s chances of having a good 
game? 

POWERS: You can have all the systems in the world. 
But, if you don’t have the good games to go into them, 
you're not going to sell them at any price. It definitely 
takes a good game because what’s going to make it out 
there with the player base must be a good game. 


PLAY METER: The reason I’m asking is you stated the 
industry is going back to a marketing phase where we try 
to determine what are the customer needs. But, as a 
manufacturer, you have two customers—the operators 
and the players. And I’m trying to find out if, by giving 
your operator/ customer a price break, you’re limiting the 
chances of giving the player/ customer what he needs. So 
my question to you is the same argument that was used 
against systems games when the idea was first suggested. 
Do you think a systems manufacturer locks himself into a 
set hardware system that will eventually restrict in some 
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way the creativity in the games themselves and result in 
boring games that the players won’t want to play? 
POWERS: No, and I’ll go back to pinball to illustrate 
my point. When Bally came out with an electronic pin- 
ball, they took the electronics package, the basic hard- 
ware system and said it would basically stay the same. 
And it has. And look what else has gone into pinball since 
then. Sound, speech, all kinds of things. When you look 
at the first electronic pinball machines that came out, 
they were basically mechanical pinballs with electronics 
put into them. And from there we had lane change 
features and speech and all sorts of whistles and bells 
were added on. So the creativity was not stymied with 
pinball. 

What Bally did was look upon it as an add-on to its 
existing system. Now Bally Sente knows the video game 
technology will change because the whole video game 
business has been on the cutting edge of technological 
breakthroughs that have been happening in the micro- 
computer chip industry. So, when you go into a system, 
you have to say, “Okay, let’s design everything we can 
into it today, but let’s also be aware that as technological 
breakthroughs occur we'll have to make retrofit kits for 
the system. That way we can make sure we have the 
capacity in there for as far as we can see into the future for 
the retrofits. When you take that approach, you’ve 
designed a good system. And, basically, that’s what Bally 
Pinball did quite a number of years ago. And that’s 
Sente’s philosophy today. We’re not looking at restrict- 
ing ourselves. 
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Now, if you look at the diversification in the types of 
games we’re offering at this time, you'll find we’ve got a 
Trivial Pursuit game, a one- or two-player hockey game, 
and a driving game. Trivial Pursuit, Hat Trick, and 
Stocker. They are all so different in the nature of the play 
of the game, but they all fit into the same system. 


PLAY METER: Another knock against system games 
that was used during the dedicated video game era was 
that you’re going to have a sameness of cabinets and this 
will reduce your marketing edge to the players. An 
executive at Midway once said dedicated cabinets were 
the only way to go because the game manufacturer had to 
have a cabinet which would create “an impact on the 
marketplace.” The Sente cabinet, on the other hand, is 
generic in nature. Do you feel this lessens the chances of 
your marketplace impact? 

POWERS: To some degree, it can lessen the market- 
place impact, but only if you’re not aware what you’re 
doing when you go into it. Because our cabinet is generic, 
it leaves only a few places to merchandise the game. So 
that means we have to come up with very striking head- 
line-type headers for the game to make sure they really 
speak out to merchandise the product. The second aspect 
is you have to put a lot of time, thought, and effort into 
the display that is being put onto the screen of the 
product. Because now, in the non-playing mode, what’s 
merchandising the product is what’s going to come up on 
the attract mode on the screen. So you really have to put 
your merchandising efforts into that attract mode. That 
means the design engineer must learn how to merchan- 
side the product in addition to creating the game play 
because now you have only that screen and the header 
glass. 


PLAY METER: So you don’t see any problems which 
the Sente systems approach might have as far as attract- 
ing players during this, our return to the marketing 
phase? 

POWERS: We have a group of engineers at Sente that 
are proven engineers in the business. Many of them have 
worked with Nolan Bushnell at Atari. They are very 
creative and exciting people to be around. And they have 
truly created some terrific games and have some more 
great games on the drawing board. With a group of 
people like this, I think a lot of things can be done. The 
electricity at Sente right now is really something I like to 
be around. When you have that type of atmosphere and 
those types of individuals, there’s no end to the kinds of 
things you can do. 


PLAY METER: You’re talking about limiting an opera- 
tor’s capital outlay for new equipment. This means, of 
course, less in the way of sales dollars generated by the 
game manufacturers. Does Bally Sente see the manufac- 
turing end to be a profitable business even with the 
systems approach? 

POWERS: Youre definitely looking at a smaller pro- 
duction because you’re looking at the fact that the manu- 
facturers are going to a systems approach. And, when 
you re talking about systems, you’re only going to sell so 
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many main frames. Then, after that, you’re basically just 
selling the kits for those main frames. So your capacities 
don’t have to be the same as far as production outputs. So 
all the manufactuers are going to be smaller than they 
were, but the potential is there for us to be as profitable. 

The figures that I have studied as far as the popu- 
lation growth shows that we’re going to enjoy an increase 
in business in the near future because the Second World 
War “Baby Boom” generation has now had kids. And 
that Second World War “Baby Boom Baby Boom” 
generation is quickly approaching our marketplace. 
Starting this fall, we’ll see the largest first grade enroll- 
ment year after year in the United States. So that, by the 
year 1992, the largest core market of players ever in the 
history of this industry, with more disposable income 
than ever before, will be in the market to play our games. 
So I feel the future of the whole amusement industry, as 
far as our games go, is quite bright. I think we'll have a 
super time when we come into that phase and be more 
prepared to handle it now as an industry, from operators 
all the way to manufacturing, because of what we’ve just 
been through. The system will help us go through the 
phase and not end up devastated like the period we just 
went through. 


PLAY METER: Do you really believe that? 
POWERS: I think there are enough operators out there 
who have learned from this experience. If this anticipated 
player population boom were 20 or 25 years down the 
road, then Id say there’s a good chance we'd possibly get 
into some old habitis very quickly. But since it appears to 
be such a quickly approaching time cycle, people will 
hopefully remember because we’ll have basically the 
same core of operators out there. There’s going to be 
some new ones, to be sure, but I think if we start going 
back strongly into a production phase mentality, we can 
expect Play Meter and others to help remind everybody 
what happened so it doesn’t happen again and we fall 
back into our old sins. It will be recent history, and so 
we'll be better prepared to go through that period much 
smoother. : 


PLAY METER: Do you think operators are still hold- 
ing back in their purchase of video game systems? 

POWERS: They started buying this year. Last year was 
devastating for everybody, and a lot of that was attribut- 
able to the laser game. Everybody looked at the laser 
games as the industry’s messiah that was going to save 
everything, but it didn’t. It hurt a lot of people, from the 
manufacturers on down to the operators. So when the 
systems games came around, they had that reluctance 
still. But now the operators are looking at the systems 
games and are beginning to purchase from a variety of 
manufacturers. And the operators are encouraged because 
they see the dedication that’s going into the systems 
games. There were systems games that were tried a few 
years ago, but every time the company would come out 
with a good game, that game would come out as 
dedicated. But now the operators have looked around at 
the systems games that have been around for about a year 
now and have seen that the software has continued to be 
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made available. The result is most of the operators now 
believe the dedication to and the direction of the systems 
games is there, and it’s being proved with good-earning 
games. 


PLAY METER: Besides systems games, what else do 
you see out there helping the operator? 

POWERS: I’ve seen a lot of what I’d call American 
ingenuity come about in the last several months in the 
novelty-type games. The industry still thrives on having 
to provide entertainment for its player base. And when 
you take games like the Pop-A-Shot game that has come 
out, and that’s an exciting game to play, I think you’re 
looking at a big plus for the industry. We saw a couple of 
years ago when Chexx hockey came out the obvious 
popularity of that piece. And so novelty games are 
coming back to hold their own now. And this provides a 
broader crossing of games available for the operators’ 
locations. We really have games for everybody—video, 
pinball, novelty, right on down the line. 


PLAY METER: Do you see any new game concepts? 
POWERS: One of the shifts I’ve seen is toward sports- 
oriented games. When you talk about getting back to 
basics, this is what people play. They’re familiar with 
sports; so you’re in a situation where you're designing a 
game and the player already knows the rules. You don’t 
have to tell a kid how to play a baseball game. They 
already know the instructions. We have gone through a 
stage, especially with some of the laser disc games where 
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you had some very confusing games. But that seems to be 
changing to where we’re making the games more familiar 
so the player knows exactly what he’s supposed to do. 
And that’s important. 


PLAY METER: There is presently underway an effort 
to form an Operator/ Manufacturer Alliance, to establish 
a new network of communication between the operator 
and the manufacturer. Do you see a need for such a new 
communication channel? 

POWERS: When Play Meter magazine first came out 
into the industry, there was a strong, strong need for 
communication. And I wrote back then for Play Meter 
and other publications a lot of information about Bally 
pinball machines, and that was important information 
for the operator, and it’s still an important communi- 
cation channel for this industry. So I look at that alliance 
in the same way I look at the industry’s trade publica- 
tions, the AMOA, the distributor network, and the 
manufacturers’ associaton. If it’s something that can help 
give operator feedback to the manufacturers and, vice 
versa, manufacturer feedback to the operators, then it’s 
healthy for the industry. Any time you open lines of 
communication in any organization or industry, it’s got 
to be good. And if this Alliance is done correctly,then it’s 
good for everybody. 

It’s not as if you don’t have a distributor there. And 
it’s not as if your distributor doesn’t talk to the operator 
on a regular basis because of course he is if he’s selling to 
him. It’s just a good thing when you can open up relation- 

(Continued on page 58) 
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TAX TIPS 


Game Trading = 
Taxable or Not? 


Operators are seeking new ways to 
increase profits as game revenues 
decline. Ideas include visiting the 
locations less, pulling machines from 
marginal locations, and requiring 
minimums or guarantees. 

Another new approach is game 


Tax-Free Exchange of Property 
(Sec. 1031) 


Acquisition Date 
(For tax purposes) 


Date Property Exchanged /_ 


Description: 


By Jeffrey Rosenthal 


trading between operators for tax pur- 
poses. A machine sold for business 
purposes is considered personal pro- 
perty and if an operator trades one 
unit of personal property for another, 
like an Asteroids for a Karate Champ, 
the IRS will allow the operator to treat 


STATEMENT 


Address: 


1. Cost or other basis of property conveyed 
2. Depreciation allowed or allowable 


. Fair market value of boot (other than cash) received 

. Mortgage balance on property conveyed 

. Total consideration received (add lines 4 thru 7) 
LESS: 


. Adjusted basis of property conveyed (line 3). . . . . .. . 


. Cashgiven. . . . . . 2... ee ae 
. Adjusted basis of boot (other than cash) conveyed 

. Mortgage assumed on property received 

. Exchange expenses 

. Total consideration given (add lines 9 thru 13) 


. Gain realized on exchange (line 8 less line 14) 


PART lil — RECOGNIZED GAIN 

CASH AND BOOT 

16. Cash and boot (other than cash) received (add lines 5 and 6) 

17. Cash and boot (other than cash) conveyed (add lines 10 and 11) 
18. Exchange expenses (line 13) 


i. BH Me, Bh 43 9. 


19. Net cash and boot (other than cash) received (line 16 less lines 17 and 18) 


MORTGAGE RELIEF 
. Mortgage on property conveyed (line 7) 
. Mortgage assumed on property received (line 12) 


. Net Mortgage relief (line 20 less line 21; if less than zero, enter zero) 


cline 19 plus line 22; line 23 cannot exceed )* 


23. Gain recognized line 15; if less than zero, enter zero 


* Enter gain recognized on Computer D or Computer 4797 


If property conveyed is real property acquired before 1981 (non ACRS), the entire basis of new property (line 34) does not qualify for ACRS. The 
amount eligible for ACRS treatment is determined by subtracting line 24 from line 34. The amount on line 24 is depreciated under pre-1981 rules. 


PART IV — BASIS OF NEW PROPERTY 


Description: 


Address: _ 


. Adjusted basis of property conveyed (line 3) 

. Cash and boot (other than cash) conveyed (line 17) 
. Mortgage assumed on property received (line 12) 

. Total (add lines 24 thru 26) 

. Cash and boot (other than cash) received (line 16) 
. Mortgage on property conveyed (line 7) 

. Total (add lines 28 and 29) 

. Line 27 less line 30 

. Gain recognized on exchange (line 23) 

. Exchange Expenses (line 13) 


. Basis of new property (add lines 31 thru 33) 


If property conveyed is real property acquired before 1981 (non ACRS), the entire basis of new 
property (line 34) does not qualify for ACRS. The amount eligible for ACRS treatment is determined 
by subtracting line 24 from line 34. The amount on line 24 is depreciated under pre-1981 rules. 


Example A 


it as a tax free exchange under Section 
1031 of the Internal Revenue Code. 


The IRS requires the business 


Owner to maintain the records for such 
a transaction, although there are no 


requirements for reporting it on any 
tax return. However, this transaction 
should be documented on a tax return 
form or statement (See Example A). 

Documenting the transaction is 
more for the operators’ records than 
the government’s. Operator A’s cost 
for tax purposes for the Karate Champ 
he received is the cost he paid for his 
Asteroids. And the starting date of the 
holding period for long or short term 
will be from the purchase date of the 
Asteroids. For operator B, the cost of 
his Asteroids will be the cost of the 
Karate Champ and the holding period 
will begin from the date he purchased 
the Karate Champ. 

Outside of the amusement indus- 
try, other situations may seem similar. 
An exchange of real property for per- 
sonal property is not a “Like Kind” 
exchange. However, real property for 
other real property will qualify. 

Rules governing tax free exchange 
do not cover stock in trade, other pro- 
perty held primarily for sale, stocks, 
bonds, notes, choses in action, certi- 
ficates of trust or beneficial interest, 
other securities, evidence of indebted- 
ness, interest, or trade-in allowances. 

According to the Commerce Clear- 
ing House, “The possibility of utilizing 
a tax-free exchange to dispose of old 
property to acquire new can be attrac- 
tive to a taxpayer holding personal 
property for business use or for 
investment. This tax deferral mecha- 
nism, if elected, postpones the recogni- 
tion of all of the gain, when property is 
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exchanged solely for property of like 
kind, or part of the gain, when the 
exchange is partly for property of like 
kind and partly for other property. 
Such gain, otherwise, would have to be 
reported currently for federal and 
most state income tax purposes. 

The Tax Reform Act of 1984 places 
some limitations on the availability of 
‘like-kind exchanges that are not recog- 
nized for tax purposes....In addition, 
the 1984 legislation alters the rules for 
recapturing depreciation and invest- 
ment tax credit deductions; recapture 


can be triggered by a partially recog- 
nized exchange.” 

When writing articles on technical 
matters, the rules and conditions may 
be over simplified. This is not the 
intention, but to provide knowledge so 
that you may discuss these matters 
with your tax professional. Some of 
the most famous tax blunders have 
occurred when taxpayers did not 
understand all of the rules and condi- 
tions that applied to a specific situa- 
tion. And, in some cases, due to poor 
advice from tax professionals. 


UPDATE 

Just as my article on IRS Form 
1099 (Play Meter, Feb. 15, 1985) was 
being mailed, the IRS added more 
rules. If you are required to mail out 50 
or more 1099s in any one year, you will 
be required to supply this information 
to the IRS on ‘Magnetic Media.’ Basi- 
cally the information must be fed from 
your computer to the IRS computer. If 
you don’t have a computer, or your 
computer is not capable of communi- 
cating with the IRS computer, you will 
have to use an outside service bureau.® 


Fringe Benefits Yield 


Tax Benefits 


A new tax incentive is encouraging 
businesses to upgrade facilities for 
their employees. This new law offers 
employers tax deductions for improv- 
ing working conditions, while em- 
ployees are not taxed on the benefits 
they receive. These new rules were 
effective the beginning of 1985. 

If a company Is providing eating or 
parking facilities for employees, the 
rules are part of the long and compli- 
cated tax law enacted last year. How- 
ever, few lawyers or accountants are 
familiar with these fringe benefit pro- 
visions. 

The company can deduct the cost 
of the facilities. These fringe benefits 
are not taxed to employees, so both 
benefit. Separate rules apply to each 
benefit. These benefits are also avail- 
able for new facilities. 


Mah 
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By Robert Feinschreiber 


Eating facilities 

A company can provide eating 
facilities for its employees, who are not 
taxed on this fringe benefit if the com- 
pany meets certain tax requirements. 

To qualify, the eating facilities 
must be located on or near the business 
premises of the employer; it must nor- 
mally generate revenue that equals or 
exceeds the direct operating costs; and 
it must be available on the same terms 
to groups of employees. If the facilities 
are available only to upper level 
employees, it is taxed to those 
employees. 


Free parking 

Free parking is now a valuable 
fringe benefit. 

If employees have free parking, the 
company gets a tax deduction even 


though employees don’t pay tax on 
this benefit. 

If employees must. pay for parking, 
but are reimbursed, the reimburse- 
ment is tax free to the employees and 
the company gets a tax deduction. 

Parking qualifies as a tax free 
fringe benefit only if it is provided on 
or near the business premises. If 
parking 1s provided at reduced cost, 
the cost reduction is a tax free fringe 
benefit. 

This benefit may be limited to 
officers, directors and highly compen- 
sated employees, or extended to other 
employees. It is permissible to assign 
parking spaces without losing tax 
benefits. 


Robert Feinschreiber is an attorney 
and CPA in Key Biscayne, Florida. 
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Increasing grosses 


On 


By Frank Seninsky 


old games 


Tncreasing game grosses is a 
miracle that every operator wishes 
would happen. 

Most operators have wrongly 
assumed that many of the older 
games on their routes will never 
again earn a decent level of income. 
Purchasing new games and kits and 
rotating games will always be a top 
priority to any amusement business, 
but things can be done with existing 
games to make them earn better. 

I spent a good part of the last 
month visiting many of our loca- 
tions and checking the appearance 
and operation of each game. What I 
found may have some similarities to 
games on your route. Our games get 
reconditioned three times a year. 

With videos, we clean and paint 
the cabinets, replace the marquee 
and coin entrance lights, maintain 
the joysticks and trak balls so they 
Operate accurately, make sure button 
decals and instructions are present 
and properly adhered on conver- 
sions, dust off the monitors, and 
replace control panel overlays when 
they're burned or torn. 

For pinballs, we tighten the legs, 
level the games, clean the playfield, 
tighten all assemblies, and replace 
bulbs and rubbers. We’ll cover more 
details on pinball components in 
another article. For now, let’s con- 
centrate on videos. 

Once you're satisfied your games 
look clean and attractive, the next 
area to work on is making sure they 
play accurately and players are 
getting a fair amount of time per 
play. I have found, for example, that 
Centipede and Millipede, earn well 
over $100 per week when the aver- 
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FIGURE 1—Roller and idler shaft 
ware. If the wear band exceeds %”, 
the shaft needs replacing. Oil each 
of the six roller bearings every two 
months. 


age game lasts between 3™% to four 
minutes. You can maintain this 
average if the fire button contact is 
in good condition and the trak ball 
rollers and bearings are not worn. 
There are also difficulty levels on 
these games that will allow you to 
zero in on fair game times. Every 
Centipede and Millipede should 
have the three-ball rollers in the 
trak ball unit replaced every year. 

Figure 1 shows a typical roller 
shaft found in a trak ball assembly. 
Each assembly consists of two roller 
shafts and one idler shaft. Each shaft 
has a roller bearing on each of its 
ends. As the shafts wear from the 
friction of the trak ball, the trak ball 
will sink lower into the assembly 
and erratic operation of the playing 
object results. 

Players usually won't notice this 
slow deterioration of the controls, 
but as time goes on, the game will 
become less enjoyable to play and 
revenues will decline. I suggest 
changing the rollers at least every 
year and oiling the roller bearings 
every couple of months with a light- 
duty oil such as 3-in-1. 

The bearings may also need 
replacement every year, if they 


aren't oiled regularly. The cost of the 
shafts is about $12 each and the 
bearings are about $2 each. The 
small cost is well worth it. You will 
most likely make up this cost over 
the next two to three weeks of 
increased collections. 

In many cases, Williams games— 
Defender, Stargate, Joust, and 
Robotron—are not earning their 
keep because they are presently too 
difficult. The joystick assemblies 
have become worn and are sloppy. 
These should be replaced and some 
of the difficulty levels made more 
liberal if game time still remains 
under three minutes. In time, or per- 
haps at another location, these 
games would then have a chance to 
do better. 

Remember, it will take time for 
players to realize that your games 
have been made liberal and better to 
play (like they were when they were 
new). These players have become 
almost completely turned off to 
sloppy controls that make the games 
difficult to play. 

Pole Position is an example 
where revenues will drop if the gas 
pedal is not calibrated to read it’s full 
potential. How often are these read- 
ings checked by you? With the self- 
test, you can quickly check the gas 
pedal readings in a few seconds. 
When the pedal is not set to “00,” 
players will not be able to attain the 
high RPM's they need to reach high 
scores. 

Centuri games like Time Pilot 
will earn more if the cabinet can be 
made not to rock back and forth. 
Shimming up the cabinet bottom 
will make these games more com- 
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fortable to play. 

Conversion games may have 
taken a quick drop because the 
button decals and instruction decals 
have been peeled off. Only avid 
players would play a game where the 
buttons were not labeled. Decals 
should be polyeurathaned to the 
panel or a piece of plexiglass bolted 
over the panel to keep the decals in 
place. Even some games like 10 
Yard Fight have dropped partly 
because the button labels (printed 
on the button tops) have worn off 
completely. 

Weak batteries on the logic 
boards can cost you time and money. 
Usually the game will go back to 
factory settings when power 1s 
interrupted if the battery is weak. 
You may already have changed these 
settings, and the players are used to 
the changes you have made. An 
example is Spy Hunter. If your game 
is now set at 25 cents per play, a 
weak battery will reset the game to 
50 cents and your revenues will drop 


drastically. 
Midway suggests replacing the 


Frank 
“The Crank” 


ROMs with an updated version 
(cost about $60 and hard to get 


anyway). If Spy Hunter goes back to 
factory settings and loses bookkeep- 
ing memory, save yourself $50 and 


“just replace the 3.6 volt Nicad 


battery on the power supply board! 

In the cases of games that are too 
easy and don’t have difficulty 
settings (like the Pac-Man games), 
there isn’t much you can do except to 
speed up the clock. Many operators 
have reported some success in doing 
this initially but revenues declined 
again after several weeks. Having a 
Pac-Man doing $30 a week and not 
being able to increase it, is some- 
what discouraging. Limiting the 
number of really easy games in a 
location may be one way of working 
on increasing the average gross of 
the other games in that location that 
you can improve. 

Getting higher grosses out of 
your pinball machines is definitely 
worth your effort. I'll go into detail 
on just how to accomplish this in a 
future column. 

As always, keep cranking! e 
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Change your existing Merit “Pit Boss” 
or your new Merit ‘Trivia Wiz" 
countertop existing games 


tO 


“Video Trivia’ by Greyhound 
SPECIAL INTRODUCTORY KIT 


ONLY $425. 


ASK ABOUT QUANTITY DISCOUNTS 


GREYHOUND ELECTRONICS, INC. 


Rt. 37 & Germania Station Rd. @ Toms River, New Jersey 08753 


Call 1-201/341-5200 or 
1-800/222-0491 


hols ciin sli slinelin tin ciin aint anion stin ain clin ai ie ie ae i i ee i a a a i a a a i a a a a | 
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Magic Electronics offers 
inexpensive kits 


Magic Electronics of Cranston, 
Rhode Island, introduced several kits 
that are helping operators convert 
deadwood. Games include 8-Ball 
Action (a ROM change for Donkey 
Kong, Donkey Kong Junior, and Pac- 
man); Bullseye Darts (for Centipede, 
Donkey Kong, and Pac-Man); Samu- 
rai, and Porky. 

Kevin McIntyre, Magic’s president, 
said he has focused on kits for Donkey 
Kong, Donkey Kong Junior, Pac- 
Man, and Galaxian because operators 
are loaded with these games and need a 
way to upgrade them. Centipede was 
added to the list of games for the 
Bullseye Darts kit. McIntyre said 
Magic will continue to produce kits in 
the $300-$500 range, although Samurai, 
licensed from Taito, costs a bit more 
than other Magic kits. 


8-Ball Action track ball panel 

I put an 8-Bal] Action ina Donkey 
Kong that was doing $15 a week. The 
8- Ball Action started grossing $80-$90 
a week. However, some players found 
it difficult to master because the joy- 
stick controls couldn’t respond fast 
enough. 


Magic then sent me its new 8- Ball 


Action track ball panel containing 
a colored plastic overlay, a '4-inch 


thick plywood panel with precut 
button and bolt holes, a premounted 
track ball assembly, and easy-to-follow 
instructions. The panel took about 20 
minutes to install. 

The hardest part, though not that 
difficult, was removing the old latch 
lock down brackets and putting them 
on the new panel so it locked securely. 

Magic tested the panel and stated 
that revenues were increased a mini- 
mum of I5 percent. Our revenues, 
however, went up more. The cost of 
the panel is $15 and makes 8-Ball 
Action play like a different game. 

Keep those kits coming Magic 
Electronics. We’re not out of dead- 
wood yet! A Popeye conversion is in 
the works. 


SERVICE TIPS 


Increase flipper strength on 
Gottlieb /Mylstar pins 

The strength of the flippers is prob- 
ably the most important feature on a 
pinball game. On Gottlieb games, 
especially the older models, the flipper 
action is noticeably decreased. Filing 
out the coil sleeves helps, but the best 


cure 1s to replace the coil, one with: 


more windings. Most of these pins 


came with yellow paper wrapped flip- | 


per coils. These are the weakest coils of 
three presently made by Premier Tech- 
nologies. The red wrapped coil is the 
most powerful but should only be used 
on The Games because it doesn’t have 
drop targets that can be easily broken 
by a flipped ball. A medium strength 
blue wrapped coil is available which 
can be put on any of the older games 
where drop targets are not located 
close to the flippers. For example, 
don’t put a blue coil on a Jacks to 
Open because the drop targets will 
break about every five hits. 

I put blue coils on my Pin Ball Pool 
game and my collections are up to 
$175 a week. I also recommend apply- 
ing a little grease to the flipper bush- 
ing, for even better results. 


Rejuvenating Bally pin pop bumpers 

The second most important feature 
on a pin is the pop bumper action. 
Many on old Bally pins are in sad 
shape. To bring them back to life, first 
replace the spring, which you will pro- 
bably find has lost its old zap and 
gotten its ends caught in the assembly. 
Replacing the coil will also help since 
these coils seem to lose their magnetic 


_ Strength over time. The yokes may also 


need replacing if the metal holes and 
slots have worn. 


The strength of the flippers is probably the most 
important feature on a pinball game. 
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Williams Fire Power II 
On some Fire Power I] games, free 


credits are obtained by banging or A '| k e gee 

kicking the front door. Even if you set Pe) WY o Ly YOU WI LL 
prise TOO! 
© ewegteeS 


aeiiainindies KIDS-LOVE OUR EGGS 


the vibration tilt switch to sensative, it 
may not cure the problem. A solution 
is to replace the coin microswitches 
with the old style Williams coin leaf 
switches. A little filing and bending of 
the metal brackets must be done but it 
isn’t very hard. Williams has elimi- 
nated the problem from Space Shuttle 
by modifying the read sequence of the 
coin switches. 


= 
20a0t ad 


AS DY Ir 


Data East Kung Fu Master 


joysticks breaking Dispensing our popular and exciting 
The housing on the bottom of the toy-filled egg capsules is fun 

joysticks to which the leaf switches are and profitable. Contact us for 

molded has a cracking problem on equipment and supplies. 

Kung Fu Master games. It’s no won- Toll-Free 1-800-EGG SHOP 


der, the games are constantly being 


played. The assembly is similar to the ¢2e INNOVATIVE 
one made by Suzo used on Q*bert, for INDUSTRIES, 
example. Also, the molded on leaf INCORPORATED 


SWEETS -COHNOL De replaced, should 2605 Grand Ave. ® Carthage, MO 64836 

one break off. The entire bottom sec- 

tion containing the four leaf switches 

has to be changed because the switches 

are molded in place to the plastic plate. 
* * @ 


Data East has another winner COMING TO A 
Data East will soon be releasing MAILBOX 
Commando. Data East currently has a NEAR YOU: 


strong earning game in Kung Fu 
Master. Several months ago they had 


the number one piece, Karate Champ. Play Meter’s 

Commando looks like it could be even State of 

better. And good news for operators; 

there is a rumor that Commando may The Industry 

be released as a kit. —S 
. 2s Have You Seen The 


My thanks to Morris DeCandia of 
Alpha-Omega Amusements for testing 
and working with the games finding 
ways to make them better earners. He AHA! rl ne 
has changed yellow flipper coils with 7 ee 
the stronger blue ones with amazing 
results. 

There are many new games that 
have commonly recurring problems 
that are simple to repair. Send me any 
tips you would like to see passed along. 
Send them to Alpha-Omega Amuse- 
ments & Sales, 6 Sutton Place, Edison, 
New Jersey 08837. 

As always, keep cranking! e 


MISSLE CONTROL ROOM? 


Sy THERE IT IS! 
~ THAT'S THE NUMBER! 


| eg CALL 


SS 504/488-7003 
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Technical Topics 


MOS/FET-J/FET Circuit Design 
Lesson 12: Switching Circuits 


Programmed Test 


Editor’s Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


INSTRUCTIONS : 


The purpose of this test is to guide you step-by-step thru actual circuit design problems. 


Also, many of these tests will provide you with additional design technique. Most important, these tests will provide 
you with a gauge to establish your degree of understanding of the material covered in the text. The test is programmed. 
Start at block one and then follow the numbered instruction associated with your answer. 


cs 


A switch is a device that is capable of maintaining 
a conducting state. 


GO TO BLOCK 47 
GO TO BLOCK 14 
GO TO BLOCK 38 


a. Low impedance, low 
b. High impedance, high 
c. Low impedance, high 


2 


YOU ARE CORRECT! 


One of the disadvantages of the FET switch over the bipolar 
switch is 


a. The need for dual supply voltage GO TO BLOCK 34 
b. Capacitive input GO TO BLOCK 26 
c. Both of the above GO TO BLOCK 54 


3 


YOU ARE CORRECT! 
A perfect switch by definition is one that 
a. Opens and closes perfectly GO TO BLOCK 33 
b. ls opened and closed 
electronically 
c. Has zero voltage drop across 
the terminals when closed 


and allows zero current flow 
through the terminals when open GO TO BLOCK 52 


GO TO BLOCK 22 


4 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 35. 


5 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 58. 
36 


6 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 317. 


7 


YOU ARE CORRECT! 


The high fan-out capability of a switch means the 
switch 


a. Can drive only very few 


other switches GO TO BLOCK 50 
b. Can drive many other 
switches GO TO BLOCK 24 
c. Is in the low conducting 
state GO TO BLOCK 30 
8 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 19. 


9 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 24. 


10 


YOU ARE CORRECT! 


One of the parameters which characterizes a FET as a switch 
is 


GO TO BLOCK 56 
GO TO BLOCK 40 
GO TO BLOCK 23 
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a Lqsfon) 
b. |p (off) 
c. Both of the above 


N 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 52. 


12 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 48. 
YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 17. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 7. 


IS 


YOU ARE CORRECT! 


An n-channel MOSFET when used as a switch, will turn ON 
witha__(1) voltage and turn OFF witha (2) _ voltage. 


GO TO BLOCK 36 
GO TO BLOCK 58 
GO TO BLOCK 42 


a. (1) Negative, (2) Positive 
b. (1) Positive, (2) Negative 
c. (1) Negative, (2) Zero 


16 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 27. 


17 
YOU ARE CORRECT! 


The fall time of a pulse is measured from the 


a. 90% amplitude point to 
the 10% amplitude point 
on the trailing edge 

b. 10% amplitude point to 
the 90% amplitude point 
on the leading edge 

c. 50% amplitude point on 
the leading edge to the 50% 
amplitude point on the 
trailing edge 


GOTOBLOCK 3 


GO TO BLOCK 13 


GO TO BLOCK 39 
YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 54. 


19 


YOU ARE CORRECT! 
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The delay time (ty) of the simple JFET inverter is 
related ; 


GO TOBLOCK 8 
GO TO BLOCK 46 
GO TO BLOCK 61 


a. Directly to Rg 
b. Directly to Cy, 
c. Both of the above 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 38. 
YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 48. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 3. 


23 


YOU ARE CORRECT! 
The response time of a FET switch is related to the 
GO TO BLOCK 45 


GO TO BLOCK 59 
GO TO BLOCK 15 


a. Input impedance 
b. Voltage gain 
c. Gate junction capacitance 


24 


YOU ARE CORRECT! 


The low output impedance of the FET switch occurs when 
the FET is operating in the 


GO TOBLOCK 2 
GO TO BLOCK 37 
GO TOBLOCK 9 


a. ON state 
b. OFF state 
c. Saturation region 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 47. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 2. 


27 


YOU ARE CORRECT! 


In the OFF state, the limiting factor of the FET as a perfect 
switch Is 


a. |p (off) GO TO BLOCK 10 
b. V,;(on) GO TO BLOCK 32 
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28 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 417. 


29 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 58. 


30 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK /7. 


31 


YOU ARE CORRECT! 


The width of a_ pulse, measured 


from 


pulse width, /s 


a. 10% of the amplitude to 
90% of the amplitude on 
the leading edge 

b. 90% of the amplitude to 
10% of the amplitude on 
the trailing edge 

c. 50% of the amplitude on 
the leading edge to 50% 
of the amplitude on the 
trailing edge 


GO TO BLOCK 53 


GOTOBLOCK 6 


GO TO BLOCK 17 


32 


YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 27. 
YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 3. 
YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 2. 
YOU ARE CORRECT! 


/n the ON state, the drain current of an FET switch, called 
!p (on), is usually made less than pss in order to 


a. Insure the maximum current 


flow GOTOBLOCK 4 
b. Insure the minimum power 
loss GO TO BLOCK 57 


c. Insure the minimum 


drain-source resistance GO TO BLOCK 48 


36 


YOU ARE INCORRECT! 
Refer to the text and return to BLOCK 15. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 24. 


38 


YOU ARE CORRECT! 


The OFF state of a switch Is the __ conducting state. 


GO TOBLOCK 7 
GO TO BLOCK 55 
GO TO BLOCK 20 


a. High impedance, low 
b. High impedance, high 
c. Low impedance, high 


39 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 17. 


40 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 10. 


4 I 


YOU ARE CORRECT! 
An inverter /s a type of switcn that 


a. Converts a DC voltage to an 
AC voltage 

b. Inverts at the output, the 
DC logic level appearing at 
the input 

c. Does not change the input 
level at the output 


GO TO BLOCK 28 


GO TO BLOCK 35 
GO TO BLOCK 25 
YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 15. 

YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 54. 

YOU ARE CORRECT! 


In approximating the expressions for the rise and fall times of 
the simple JFET inverter, it was assumed that initially 
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a. Cys /S much larger 


than Cog GO TO BLOCK 19 
b. Cg, is much smaller 
than Cog GO TO RLOCK 49 


c. Cy, and Cyqg are neglected GO TO BLOCK 51 


45 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 23. 


46 


YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 19. 

YOU ARE INCORRECT! 

Refer to the text and return to BLOCK 17. 

YOU ARE CORRECT! 

The FET switch will approach a perfect switch if 

GO TO BLOCK 12 


GO TO BLOCK 21 
GO TO BLOCK 27 


a. V y,;(on) is large 
b. 1qy;(on) is large 
C. qs(on) is small 


49 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 44. 


50 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 7. 


oy 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 44. 


52 


YOU ARE CORRECT! 


A FET switch is unlike the linear amplifier in that 
it 


a. Operates at extreme ends 
of the load line 

b. Does not amplify linear 
signals 

c. Draws no current 


YOU ARE INCORRECT! 
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GO TO BLOCK 41 


GO TO BLOCK 60 
GO TO BLOCK 71 


Refer to the text and return to BLOCK 31. 


54 


YOU ARE CORRECT! 


The amplitude of a pulse, pulse amplitude, is defined as 
the 


a. Final value after switching 

b. Difference between the 
final value after switching 
and the initial value before 
switching 

c. Initial value before switching 


55 


YOU ARE INCORRECT! 


GO TO BLOCK 18 


GO f0 BLOCK 3! 
GO TO BLOCK 43 


Refer to the text and return to BLOCK 38. 
YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 10. 


37 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 38. 


58 


YOU ARE CORRECT! 


The rise and fall times (t, and t;) of the simple JFET switch 
of Fig. 12-3 are both related 


GOTOBLOCK 5 
GO TO BLOCK 44 
GO TO BLOCK 29 


a. Directly to Cg; 
b. Directly to Cog 
c. Indirectly to R, 


59 


YOU ARE INCORRECT! 


Refer to the text and return to BLOCK 23. 


60 


YOU ARE INCORRECT! 


Reter to the text and return to BLOCK 52. 


6] 


YOU ARE CORRECT! 


You have now completed the test for Lesson Twelve. How- 
ever; before starting Lesson Thirteen, think about any areas 
of this lesson you may wish to review. Only when you feel 
confident about your understanding of the material covered, 
should you proceed! 
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CONVERTS PACMA 


by Fst woeo 
FIRST VIDEO 
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A 
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DISTANCE. 1S WORTH 
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CONVERTS CENTIPEDE 


BEATING 
TTACKING-EMEMIES 


YOU BECOME 


WORLD-FAMOUS. 


oy Gh 


NEMY-SAMURA] ATTACKS FROM 


FrouT OR Bac 


Crow: LONWC-NOSE 
CkOw.200 PTS, 


(BLACK) 
THIS CROW THROWS 
AKROWS AND 
SHORT SWORDS, 
PKOTECT ACAINST 


PER LOWER 
DUCE Sa cur 


TlwC CUTTING — 


c. 
BEATING HIM IS WORTH SOO PTS. 


WINJA-SAMUKATI: 
200 PTS. 


THIS SAMURAI] 
USES THROWING 
KNIVES. DUCK 
OUT OF THEM, 


TICER: $0 PTS. 


THEN A PATTERN "is 


TAITO CORPORATION CLEAkED! 


Three from 
Magic 


Magic Electronics of Cranston, 
Rhode Island has introduced three 
new conversion kits. 


Porky 

Porky is a one or two player 
conversion kit designed to convert 
Pac-Man. Porky, the game’s main 
character, is a pink pig who drives a 
buggy while jumping obstacles and 
dodging falling bombs and barbecue 
forks. A high jump allows him to catch 
flying pigs for bonus points. Porky, 
though, is easy meat for hungry wolves 
and the player fires a sausage gun to 
keep them away. 


Bullseye Darts 

Bullseye Darts was specifically 
designed for converting Centipede. 
Three competitive games are available 
to the player, 301, High Score, and 
Round the Clock. The player controls 
a moving hand (using the original 
Centipede track ball) to throw darts. 
The game includes bonus darts, 
direction indicator, free game awards 
(optional), difficulty controls, and 
individual high score tables. The 
simple conversion also includes a 
promotional plexiglass panel. 


Samurai 

The hero in Samurai, strives to 
become world famous by defeating 
enemies. The player controls the 
Samurai warrior with an 8-way 
joystick and two control buttons. The 
warrior must dodge enemy Samurai 
attacks from front and back while 
avoiding bows and arrows, short 
swords, and knives. 


LA Trivia! 


M. Kramer Manufacturing of 
Lakewood, New Jersey, has introduced 
a new trivia game called LA Trivia 
under license with Anheuser-Busch, 
LA Brand Division. Kramer also hasa 
license with New American Library to 
provide on going questions. 

Anheuser-Busch will have its 
50,000 person sales force in thousands 
of liquor establishments promoting 
LA Trivia with a variety of promotion 
programs (such as sponsoring Trivia 
night contests). 

M. Kramer Manufacturing has 
insured a constant supply of new and 
different questions by contracting with 
New American Library, a large 
publishing company of Trivia ques- 
tions. LA Trivia will have up to 15,000 
question storage capacity in five 
categories. Each category will contain 
up to four E-Proms for fast and easy 
question mix. Operators can buy one 
E-Prom or a special four-pack to build 
a library of questions. 

LA Trivia can accommodate one 
to five players, and all options are 
Operator programmable. There are 
bonus questions and double or 
nothing features. Accounting tallies 
coin in information and the number of 
plays in each category enabling 
Operators to custom fit questions to 
locations. LA Trivia is available in 
upright, countertop, and kit. 
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Strikes & Spares 


Bally Midway, Chicago, Illinois, has introduced a 
technologically advanced shuffle alley, Strikes & Spares. 
With no moving parts and a proven reliable logic system, 
Strikes & Spares delivers care-free maintenance and 
worry-free performance, according to the company. 

Protected inside an impact resistent shroud, the pins 
appear and disappear as the puck cruises under them. 
The player can chose from four games; Regulation, 
Strike 90, Flash, and Super Flash. 

Regulation is played with the same guidelines as 
bowling. Strike 90 allows the player to collect 90 points 
and shoot again on astrike or collect 60 points ona spare. 
Flash is played by timing the throw of the puck to collect 
points indicated by a series of flashing lights. Super Flash 
takes Flash and adds a new twist—the player continues to 
shoot on a strike. 

For more information on Strikes & Spares, contact 
your authorized Bally Midway distributor. 
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Helicopter 


Quality Design Engineering, Inc. of Eldon, Missouri, 
introduces the Helicopter kiddie ride. The Helicopter has 
blinking lights, space age metal flake finish, and a 
hydraulic lift. 

Helicopter is available in any color or color 
combination, has a gelcoat finish requiring no painting, 
solid-state sound, and a one year warranty on parts and 
service. 

For more information, contact Quality Design 
Engineering, P.O. Box 295, Eldon, Missouri 65026. 
Telephone 314/392-7964 or 314/392-3374. 


Two space themed kiddie rides, 
Space Shuttle and Space Interceptor, 
and another kiddie ride, Cobra Army 
Tank, are now available from Kiddie 
Rides USA, Davenport, Iowa. 


Space Shuttle 
The Space Shuttle is similar to 
Kiddie Ride’s hydrualic Scoutball, 
where kids operate the vertical and 
rotational motion with joysticks. The 
ride looks like the U.S. Space Shuttle 
taking off vertically. 


Space Interceptor 
The Space Interceptor has a 
unique type of movement. The child 
slides inside and outside of a tunnel of 
flashing lights while being entertained 
by wierd space sound effects. 


Cobra Army Tank 
The Cobra Army Tank offers a 
pivotal side to side and front to back 
motion with a single control stick that 
operates machine gun and blasting 
sound effects. 


Have You Seen The 
MAIN CORE ROOM? 
44 


Bull-Buster 
Darts 


Merit Industries, Inc. of Bensalem, 
Pennsylvania, has debuted its entry 
into the electronic dart game arena 
with Bull-Buster Darts. 

Bull-Buster Darts includes new 
features engineered to meet increasing 
demands from the field. Company 
president Peter Feuer stressed that a 
lot of market research went into this 
project. “We paid particular attention 
to operator feedback, and came up 
with improvements over existing 
machines,” said Feuer. 

Capable of scoring all the standard 
dart favorites such as 301, S501, 301 
Masters, and player selectable Double 
in/Double out options, Bull- Buster 
Darts features other popular games. 

The game features complete front 
access servicing to all the active 
electronics and light bulbs; a quick 
pop-in/ pop-out logic board; twin top- 
drop dual coin entries on a flip open 
front-lock control panel; storage 
compartment for accessories, servic- 
ing aids, etc.; illuminated instruction 
panel for easy player viewing; large 
uniform scoring display; and a large 
cash box in a separate, highly 
accessible individually locked com- 
partment. The construction is made to 
last with rich honey-oak Formica 
finish, and eye-appealing graphics. 
Special attention was paid to proper 
lighting without glare and good 
contrast on displays. 

Merit’s software incorporates fea- 
tures licensed from IDEA of Rockford, 
Illinois, including “Tru-Score,” a 
program that eliminates all common 
scoring errors, and a “Missed Dart” 
detection scheme that senses darts 
totally off target. This feature insures 
accuracy and efficiency for league 
play, yet may be switched off on 
location for casual play to give 
beginners a break. 

For more information, contact 
your local Merit distributor. 
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Aids to the Trade 


Feil > ee 
e Ses 


ee eee 8 Oo 


Sun’s Repositionable 
Adhesive 


The new custom pressure sensitive 
coating formulation, developed by 
Sun Process, Inc. for its decorative 
product line, enables users to reposi- 
tion pressure sensitive materials to 
exact locations prior to permanent set. 

This coating is able to satisfy those 
detailed applications requiring preci- 
sion placement of materials and a per- 
manent bond. The new adhesive offers 
the flexibility required to make adjust- 
ments before final and permanent set. 

This adhesive coating formulation 
can be custom-controlled. Based on 
180 degree peel value, it ranges from 
an initial set of 10 to 30 ounces-per- 
inch width; at 24 hours, a set factor of 
65 to 75 ounces-per-inch width; and an 
ultimate set exceeding 90 ounces-per- 
inch width. 

Repositionable custom coatings 
are applied in continuous rolls. Various 
release liners can be utilized with the 
most common, a 90-pound Poly Flat 
White Liner. 
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Sun Process’ products include 
pressure sensitive decorative films, 
laminates, tapes, graphic overlays, 
labels, and trims in solid colors, clear, 
metallics, woodgrains, patterns, poly- 
carbonates, custom pressure sensitive 
adhesive coating, screen printing, hot 
stamping, die cutting, slitting, and 
graphics. 

For more information, contact 
Sun Process, Inc., 505 Bonnie Lane, 
Elk Grove Villege, Illinois 60007. 
Telephone 312/593-0491, or outside 
Illinois 800/323-0697. 


Jensen Catalog 


A new 144-page catalog of tools, 
service kits, and test equipment is 
being offered free by Jensen Tools, 
Inc. Illustrated in full color, the new 
Spring catalog contains more than 
| 000 items for engineers, technicians, 
mechanics, and hobbyists. 

The catalog features the latest 
dedicated and general maintenance 
kits including the JIT K-47 Site- Master 


In a zipper case, the JTK-68 Process 
Controls Service Kit, the JTK-39 


Automotive Diagnostic Kit, and the 


JTK-91 Kong Kit for major installa- 
tion/ maintenance requirements. 

Other categories include a broad 
selection of test equipment, soldering 
supplies, power and hand tools, draft- 
ing supplies, computer/ telecom service 
equipment, circuit board cases, acces- 
sories, and miscellaneous. Many items 
are available only from Jensen Tools. 

To obtain a free copy, call or write 
Jensen Tools, Inc., 7815S. 46th Street, 
Phoenix, Arizona 85040. Telephone 
602/968-6231. 


PCB Repair System 


Automated Product Equipment 
Corp.’s model PRS-475 PG 1s a com- 
plete PCB repair system featuring a 
microprocessor controlled plating 


center, capable of depositing 50 micro 


inches of gold for mil-spec edge con- 
nector repair. 

The versatile PRS-475PG includes 
the following accessories: desoldering 
handpiece, solder iron, thermal tweezer 
with three blade sets, reflow solder 
tool with practice kit, miniature drill- 
ing system, and circuit repair kit. The 
suggested price is $1,600. 

For more information, contact 
Automated Production Equipment 
Corp., 142 Peconic Avenue, Medford, 
New York 11763. Telephone 516/645- 
1197. 
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CLASSIFIED 


ADVERTISING 


WANTED 


Lucky Crane, Boom Balls, Philadelphia 

Skee-Balls, Triple Crane, Whac-A-Mole, 

Muppet Video, Hydraulic Kiddie Rides, 
Midway Shuffle Alley B/W 


3 WANTED Namco Shoot Away 
M & PAMUSEMENT CO. 
717/848-1846 


North California’s 


Video Connection 
Fast and Friendly Service on 
New & Used PC Boards, Conversion Kits 
Attack of Savage Bees 
Yie Ar Kung Fu 
Super Basketball 
Maga Zone 


10-Yard Fight 
(fast kit for Donkey Kong) 


Two Tigers (fast kit for Tron) 
Galaga III : 
Bank Panic 
Up ’n Down (for Frogger, Zaxxon) .. 
Exerion (like Galaga) 
Video Trivia/Triv Quiz III 
Do! Run Run 
Mr. Do!’s Wild Ride 
Super Bagman 
Mario Bros 
Donkey Kong III 
Cloak & Dagger (fast kit Williams) .. 
Vanguard II 2 
Intrepid (like Elevator Action) 
Elevator Action (universal kit) 
Greyhound 4 in 1 
(fast kit for Defender) 
We buy late model conversion kits for cash. 
BUY e@ SELL @ TRADE 


VIDEO CONNECTION 
930 Jeffrey Lane, Dixon, CA 95620 


916/678-5189 


WANTED 
Packard Wall Boxes and Packard 
Music Boxes. KING DISTRIBUTORS, 
378 Granite Street, Quincy, MA 02169. 
1-617/471-0050 


Ay 


VENDING MACHINE LABELS 


RAHA MAAMAAAAAA ASS SSSSSSASASSSgSgS 


NICKELODEON GAMES SALE 


LARGE SELECTION 
LOW PRICES 
Cloak & Dagger ...... $450 Grand Champion (u/r) 750 
M06) a a 375 MA.C.H.dla/y) ...... 800 
Verne O88). 3 os 895 Megazone ...........«. 550 
INISIAY. 6s 575 


Call or write for our complete list of games and prices. 


NICKELODEON GAMES 


P.O. Box 380798 @ San Antonio, TX 78280-0798 
1-512/447-3136 1-512/684-9791 


MOO OOO OOOO SOOO SOS SSS SSS SSS 


“ADVERTISE IN 
PLAY METER 


Truck signs, »adges, name plates of all 
kinds. Write for free catalog and samples. 
Seton 


Box AEU-1331, New Haven, CT 06505 


Kiddie ride route established six years, 
servicing Hawaii, Maui, Ohau, & Kauai, 
no competition. Grossing $150,000 and 
growing. Asking $450,000. Will finance 
or sell part. Call Sam Holland person-to- 
person at 808/822-1701. 


/) 
504/488-7003 


DISTRIBUTOR OPPORTUNITY 


Memory rm en ger | 


TEST YOUR MEMORY 


e 25¢ Vend e Oak & Metal Construction 
e Computer Controlled ¢ Quick Return on Investment 
e Wide variety of Locations 


HI-COUNTRY MANUFACTURING, INC. 
187 County Road 250 Durango,CO 81301 Callcollect(303) 259-3889 
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SAVE BIG MONEY WITH THESE SENSATIONAL 
TWIN PACK OFFERS 


MIKIE & BASEBALL Il & 
TRIVIA GENIUS BANK PANIC 
$595. BASEBALL II & $595,00 
ELEVATOR ACTION 
00 
MARIO BROS. & $449. ELEVATOR ACTION 
EXERION & JUNO FIRST 
$495 ,00 $ 395,00 
PLUS THESE SUPER DUPER ALL STAR SPECIALS 
SONY 7 AMP 
POWER SUPPLY 
$79, 00 


PRIELE FLAY SPECIAL 
BASEBALL II & TAG TEAM WRESTLING 
AND TEN YARD FIGHT 
ALL FOR ONLY $895. 


TRIVIA GENIUS 


ELEVATOR ACTION 
$395.00 


$295.00 


SAVE BIG MONEY WITH THESE SENSATIONAL 
SPECIALS 


JUST ARRIVED 
GREAT SWORDSMAN, SON SON, 1942, WE BUY USED P.C. BOARDS 
KICKER, KICKSTART, MAYHEIM 2002, CALL US FOR QUOTES. 
SAMURAI WARRIOR, MAGMAX 


ALL BUYERS OF MIKIE PRINTED CIRCUIT BOARDS SHOULD REALIZE THAT THERE ARE IN FACT TWO DIFFERENT MIKIE GAMES: ONE “JAPANESE” 
AND ONE “AMERICAN.” VIDEOWARE IS THE ONLY MAJOR SELLER OFFERING “AMERICAN” FACTORY KITS; AND ONLY THE “AMERICAN” MIKIE 


WILL ACCEPT THE “EASY PLAY ROMS.” THESE “EASY PLAY ROMS” DOUBLE THE TAKE OF MIKIE, SO WE STRONGLY SUGGEST BUYING ONLY 
“AMERICAN” MIKIES. 


BALLY BANK PANIC BUYERS SHOULD BE AWARE THAT THE ONLY LEGAL BALLY BANK PANIC P.C. BOARDS WERE THOSE ORIGINALLY IMPORTED BY 


BALLY. VIDEOWARE BOUGHT ALL OF BALLY’S BANK PANIC STOCK AND IS THE ONLY MAJOR DISTRIBUTOR OF ORIGINAL BALLY BANK PANIC P.C. 
BOARDS. 


= VIDEOWARE, INC. 


“THE OPERATOR’S DISTRIBUTOR” 
600 Clover Street © Los Angeles, CA 90031 
In calitotiia 213/225-1337 @ TELEX: 295379 TABLEVISION 


TOLL-FREE 1-800/VID-WARE (1-800/843-9273) 


=a 
= 
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It’s the solution 
operators have been 
waiting for! 


A simple software kit for all Pac-Man, 
Ms. Pac-Man, and others. It’s a two player 
game with a light space theme. Multi-level 


screens filled with fast action and excite- 
ment. 


No soldering 


No desoldering 
No jumps 
No etch cuts 


to board (P.C.B.) 


Me } Call for details 
fi | or contact your 
Ny local distributor 


VIN INTERNATIONAL INDUSTRIES, INCORPORATED 


| TOLD YOU 
WE'D FIND IT 


BUYERS FIND 
REAL TREASURE IN 
PLAY METER ADS! 
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The Designers of KUNG-FU MASTER, TEN YARD 
FIGHT, MOON PATROL, and MOTORACE USA’ 


Bring You MEMETRONS NEW .. 


Available Only Through Your Local 
MEMETRON DISTRIBUTOR. For Information 
on the DISTRIBUTOR Nearest You Contact: 


memetron 


2350 Brickvale Drive 
Elk Grove Village, IL 60031 
312-595-2828 


| T™M 


MISSION: 


CIA: GRADE 12 CLEARANCE 

TO: ATOMIC BOY 

TOP SECRET ESPIONAGE 
MISSION SUBJECT: INTERCEPTED 
MICROWAVE TRANSMISSIONS 


WHILE ORBITING GARIN [He 
RUSSIANS MCSst POWERFUL 
NUCLEAR KILLER SATELLITE fc 
“KRUGER K"” SUFFERS A MELTDOWN 
CONTAMINATING AND MUTATING ALL 
OCCUPANTS ON BOARD. THE MASTER 
COMPUTER HAS GUNE Wild 
THREATENING TO DESTROY TRE 
WORLD. DUE TO ADVANCED TRAINING 
AND A REALLY NEAT LEAD SU), 
ATOMIC BOYS MisSiON [IS {0 
INFILTRATE. AND UESIRDY tHe 
KRUGER K MASTER COMPUTER 
BEFORE IT MAKES A COSMIC CAMEL 
PARKING LOT OUT OF EARTH. 


GOOD LUCK YOU’LL NEED IT! 


ALL NEW 
KING KITS INCLUDE: 
e MARQUEE e FCC SHIELD 
OVERLAY AND 
e CRT GLASS Seed 
DECALS 
e BOLD SIDE e INSTRUCTION 
GRAPHICS MANUAL 
e JOYSTICKS e FCC STICKER 
e PCB e JOYSTICK STAR 
e WIRING 
TEMPLATE 
e MISC CONTROL 
PANEL e INSTRUCTION 
STICKERS CARDS 


e@ ATOMIC BOY , KUNG FU MASTER , TEN YARD FIGHT '8S5 , MOON PATROL , MOTORACE USA were Designed by IREM Inc. 
e KUNG-FU MASTER DATA EAST, TEN YARD FIGHT '85  TAITO, MOON PATROL and MOTORACE USA TRADEMARK 


WILLIAMS ELECTRONICS INC. 


Video Ware Inc. Es El Mayor 
Exportador De P.C. Boards 
En Toda Latino America!! 


MAS DE 4,000 P.C. BOARDS EN STOCK! 


Bank Panic - Mikie - Galaga - Bomb Jack 
Track & Field - Gyruss - Mr. Do!’s Wild Ride 
Pac-Man Jr. - Mario Bros. - Time Pilot 
Intrepid - Mr. Do! - Pengo - Zaxxon 


Y MUCHOS MAS... .!!! 


LE OFRECEMOS 
LOS MEJORES PRECIOS Y SERVICIO. 
e Cada P.C.B. Controlado Antes Del Envio. 
e Vendedores De Habla Hispana. 
e Technicos De Habla Hispana. 
e Squematicos Completos. 
e Despacho Inmediato!! 


VIDEOWARE 


“The Operator's Distributor’ 


600 CLOVER STREET, LOS ANGELES, CALIFORNIA 90031 
Toll-Free 


in U.S.A. 1 -800-VID-WARE (1 -800-843-9273) 
IN CALIFORNIA (213) 225-1337 


EE a 


< 


Telex: 295379 TABLEVISION 


Preguntar Por Cecilia 
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(818) 508-7902 


Faco West 


BRINGS YOU 
Kicker (new from Konami) .............: Best price in the Country 
Now in Stock — Call for immediate Delivery 
oe $795 
i) Ao) 1 a eee ne i772 
Trivia (several models to choose from $495.) ....... cece ee eee ees Call 
ed we ee 395 
GO| A a 095 
Py Call 
RS i ee eee ee 345 
io bah ee 195 
MG Pec WIGSIING........ 2 6 nee cents i i ese 295 
A kn oi ee ck we ee 195 
Champion Baseball | & Il (priced too low to mention)...........-- Call 
New - good Game (with transforming characters, 30-day trial period) 395 
Sony 7 amp Power Supply. ........ eee cece ee eee eens 38.95 


THE BEST DEAL OF ALL 
Bank Panic (Bally Midway) © Mikie (Konami) 
Conversion Kits 


BUY BOTH for $595.°° 


Original Konami Mikie (American) Conversion Kit 
Now in Stock — Super Special Price—$195 
This Mikie will accept easy to play E PROMs. 


Call FACO WEST everyday of the week. 
Running an especially Super Price on one. 


FACO WEST 


10719 Burban Blvd., North Hollywood, California 91601 


“No, we don't have a toll-free #, 
just low prices!” (lf that's a 
problem, feel free to call collect!) 


TELEX: 650 251 5199 MCI 
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ALLSTAR SUMMER““ 
LINE UP 


¢. THE Pow's 
>, —Are Waiting © 
», SAYONAR 
SAIGON 


—__SAIGON 
COMING THiS (2) 
SUMMER! 


Kirk... — i eae 
Kincs & Memetron Ke Kes 
y Gy IN‘ iyi) WEE 


) SAVE 
¢2000.°° Ny a 
, MEMETRON MUSIC 4 Ripaan 
q | \3 > y Full View Wall Box by : High hoe. 


Rejuvenates Your ‘Sf | 
OLD JUKE BOX & 


SS 


Available Through Your Distributor Ly 
OR CALL: 


Most KING KITS Include: 


> PCB, Marquee Overlay, Side Graphics 
(Decals), CRT Overlay, Wiring Harness, 


ey Miscellaneous Control Panel Instruction 
6 Stickers, Instruction Cards, FCC Shield, 
| Mounting Hardware, Joystick Star and 
FOC Sticker. 


Elk Grove Village, IL 60031 
312-595-2828 
Telex 210227 MEMORY 


US vs THEM MYLSTAR, CRYSTAL CASTLES , CENTIPEDE , MISSLE COMMAND d DIG 

2 ) : DUG are 
trademarks of ATARI INC., TEN YARD FIGHT '85 , TAITO, SAVAGE BEES . iN 
MEMETRON MUSIC are trademarks of Memetron Inc. Oe ghee eee 
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—AIARIS BIG PUSH _ 


ae 


Return of the Jedi* 
GAMES 
wea we 


ace 


 aaelloe ; 
SALVAGE $ $ $ FROM MACH III — CONVERT TO US vs. THEM“!"' 


US vs. THEM _KIT SUPER BLOW- OUT! 


Available Only Through Your Local 
MEMETRON DISTRIBUTOR. For Information 
on the DISTRIBUTOR Nearest You Contact: 


a. . The. 


MN eM C Nes 
2350 Brickvale Drive 
Elk Grove Village, IL 60031 “2 KINGS 


312-595-2828 
TELEX 210227 MEMORY 


TX-1- , FIREFOX’, I-Robot", STAR WAR’, Return of the Jedi, and Crystal Castle are trademarks of ATARI. US vs 
- THEM™ is a trademark of MYLSTAR. 


VA PASNAMAS 
Bihygn: ys 


A 
SUCCESSFUL 


TIRED OF REPLACING BN BUSINESS 
| OPERATOR 


OUTDATED PLASTIC BUTTONS? 


Our complete aluminum precision machine 
button assemblies will replace almost all 
similar game play buttons. | 
Anodized: RED or WHITE iM 
Switch bracket is 1/16” STAINLESS STEEL 
; | 


ee UNCONDITIONAL iti a3 
18 MONTH iN" You can relax .. yi 
GUARANTEE Nami, when you cWyhudid 

fr ks Siar 


made in USA 


“="" ADVERTISE 
IN 
PLAY METER 
We reach all your potential buyers. 


ero-Fcience Enterprises 
6064 Okeechobee Blvd. @ Box ~— Me CALL TODAY 
West Palm Beach, FL 33409-4326 | 504/488-7003 


SPECIAL FORCES 


WHAT A KIT! 


Featuring America’s No. 1 Commando 
CAPTAIN ACTION 


Converts Donkey Kong, Donkey Kong, Jr. & 
Crazy Kong 


A game that will compete with Commando, 
Samurai, Kung Fu Master 
ARMED OR UNARMED COMBATE IN ONE GAME. 


MONTGOMERY VENDING, INC. 
(401) 946-2070 / 946-2077 
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DISTRIBUTORS WANTED 


@ Buy direct from factory atwhole- 
sale prices 

® Protected territories available 
for stocking distributors. 

@ Factory lead service from ad- 
vertisements. 

@ Equipment covered by $2,500,000 
insurance program. 

@ Stop D.W.I. with our electronic 
Breath Alcohol Scanner. 


Call or write today! 
Horizon Distributors, Inc. 
P.O. Box 7095, Freeport, NY 11520 
516/379-4719 


PHOTO MACHINES 


CHEMICALS, FILM, PARTS 
BEST PRICES GUARANTEED! 


ED HANNA 


P.0. Box 29077 © Davie, Florida 33329 
305/474-5888 


Established 1951 


KIDDIE RIDES 


2 Hydraulic, Like New 
1% Years Old 
Red Baron & Helicopter 
Asking $1,995 ea. — Paid $3,595 
8 OTHER UNITS 
Model T, Twin Quarter Horse, 
Musical Ferris Wheel, Western 
Express, Horsie, Space Capsule, 
Baby Tusko, and Helicopter 
MAKE OFFER 


FTL LEASING 
Salt Lake City, Utah 


801/581-0405 


LEGAL GALAGA for $199 


A.P. Engineering converts Atari 
Dig Dug P.C. boards into Galaga 
24 hour turnaround 
1917 Huntington Street, Suite 3 
Huntington Beach, CA 92648 


714/969-1243 


WANTED 
USED PC BOARDS 


CALL FOR QUOTES | 


Eldorado Products Ltd. 
14816 Main Street 
Gardena, CA 90248 


213/516-9525 
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PAYPHONES—$55 
As extensions or add kit to require 
coins $98. Or ready to profit from 
$295. Genuinely F.C.C. registered! 
Our electronics has been used in 5 
other manufacturers. Free 911, 
timed calls. Also, expecting entirely 
self-programmable long distance 
unit. 608/582-4124 anytime 


TOMM’S 
All video P.C. boards repaired at a flat 
rate—$30 plus parts. 


All work guaranteed. 312/342-4420 


COIN & TOKEN WRAPPERS 
Contact for Samples/Prices 
ARMSTRONG SERVICE 


10414 Stone Court 
Cincinnati, OH 45242 


4 


WANTED 
Old jukeboxes, slot machines, trade sim- 
ulators, gumball machines and parts for 
above. John Johnston 718/833-1406. 


INFINITY 1 


The Game Of A Thousand Faces 
NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS—While they last! Call for 1985 kits 


All laser games available from $495. Call for current price!!! 


Bank Panic (new ’85 games) 
Road Fighter 
Roller Derby 


Tag Team Wrestling 
Ring Fighter 

Yie Ar Kung Fu 
Bomb Jack 
Magmax 


Trivia Quiz 
Wall Crasher (new ’85 game) 


Fighting Basketball 
Mikie 

Lil’ Hustler 

Mr. Do!’s Castle 
Lady Bug (board) 


*IC Chips available 2764, 128 


PROM 8200 PROGRAMMER 
Bi-polar E PROMS, up to 512K 


Write your own program & replace your own 
is. 
Intelligent programming algorithm, 20 seconds 
needed only to finish 2764 copy. 
Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 
Examine, Alter, Move, Fill, Upload, & Down- » 
load the memory contents in the data mode. 
32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 
Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 
One RS232 port, for linking to the computer 
to upload/download data. 
Simple to operate, over current indication, 
automatic check-write-verify sequence. 

@ Fully portable for field or in-plant use. 

@ One full year guarantee. 


312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct., Suite 309 @ Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 


ALL AROUND 


THE CLOCK... 


No matter when your 
potential buyer reads 


PLAY METER, 


your ad is there... 
working for you. 


ADVERTISING 
504/488-7003 


(Continued from page 29) 


By 1992, we'll have the largest core market of players 
in the history of this industry. 


ships for communication within this industry. Ill hear 
about problems in the field, and this will help us 
recognize and correct problems. 

Let me give you an example of how a direct com- 
munication between an operator and the manufacturer 
can help. This actually happened to me, and I don’t see 
how this would have found its way through the existing 
communication channels. Quite a few years ago an 
operator suggested to me, “I don’t understand why you 
guys don’t use yelllow paper to print your schematics on.” 
And I asked him what’s so good about yellow paper. And 
he said, “Don’t you know that in less than ideally lit 
locations, it’s easier to read off yellow paper?” And he 
said I should try it. So, when I went back to the factory, I 
photocopied some schematics on yellow paper, then went 
down to a cocktail lounge that night, a place where games 
would be. And when I pulled out the two schematics, I 
found I could read the one on yellow paper a heckuva lot 
easier than the one on white paper. And I saw the same 
was true under flourescent lighting. I found, overall, that 
it’s just a whole lot easier for the operator if the sche- 
matics are printed on yellow paper. And ever since then 
Bally’s schematics have been printed on yellow paper. 
This minute detail, which was brought up by an operator, 
is very important when you talk about what that opera- 
tor’s mechanics have to do on a daily basis. When you 
talk about communications with operators, they have a 
lot of ideas and suggestions. They’ve always had. And 
I’ve learned more from operators, bringing back sug- 
gestions like this that we could incorporate into Bally 
product to make it better for the operator. 


PLAY METER: Turning back to the subject of systems 
games. Another criticism, if you will, of system games 
when they first came out, was that they would bypass the 
distributor. What do you see as the distributor’s role with 
the system games? 
POWERS: First of all, there’s always going to bea place 
in this industry for operators, manufacturers, and dis- 
tributors. This industry was built on that three-tiered 
basis, and I don’t see anything that could replace that. 
For one thing, you're still going to have dedicated games. 
You've got dedicated pinballs, vending machines, juke- 
boxes, pool tables, and so on. What the video game 
systems mean to the distributor is that he won’t be selling 
as many main frames, full complete video games in the 
future. But he will be selling more kits. 

One distributor asked me last week, “Is it going to 
come down to the point where I’m going to be selling used 


kits?” And I said, “Probably.” I said it’s not inconceivable 
for a distributor in the future to be accepting trade-ins on 
SAC-Paks that he can then sell to operators who maybe 
haven’t tried that game. It’s very possible that there will 
be a market like that down the road. 


PLAY METER: And what was the distributor’s reac- 
tion to that? 

POWERS: His reaction was good. A year ago every- 
body in this industry was down because people didn’t 
know what to expact. But today everybody is up about 
the industry because they see where things have finally 
settled down, and there’s finally a sense of direction. So, 
for the distributor, he sees where things are going and 
knows what to expect. It’s when the unexpected happens, 
that’s when you get hurt. 

As for Bally Sente, we’ve just done something new 
with regard to our relations with our distributors. We’ve 
set up exclusive geographical boundaries for all our dis- 
tributors. We view it as a more formalized way. of doing 
business. It really should help the distributor controland 
know his marketplace, to see into the future and be able 
to predict his sales. We’ve heard people in the industry 
say to the operators for years that they’ve got to get a 
contract on their locations to protect themselves so they'll 
know what to expect week after week. That’s the only 
way you canrun an orderly business. Inthe same manner, 
we have taken it to the other level where we’re doing the 
same thing. We’ve gone to the distributor network we 
plan on supporting and arranged it so that we'll have a 
marketplace that they'll look after. 


PLAY METER: And how do you expect to stop dis- 
tributors from selling outside their territory? 
POWERS: There is a clause in the agreement which 
allows us to pass through a certain percentage of the 
selling price from the distributor who sold outside his 
territory to the distributor in whose territory the equip- 
ment was sold. The reason for that is, generally speaking, 
it’s the distributor in that territory who will be responsi- 
ble for servicing the Sente equipment. 

It’s nothing really unusual because your vending 
companies sell to large national accounts directly,then 
pass the money through their distributorships that have 
that vending territory because that distributor is the one 
who is going to have to service that equipment. So, 
basically, we’re starting to do that on the games side now. 
We think this is healthy for all concerned and wouldn’t 
have tried it if we didn’t think it would work out. « 


We've set up exclusive geographical boundaries for all our distributors. 
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Have You Seen T 
COMPUTER? 


MAIN 


TOTAL SATISFACTION WITH OUR 
VARIOUS VIDEO GAME P.C.B.’s 


All with the best prices, top quality, huge quan- 
tity, high reliability and fast delivery. That adds 
up to Total Satisfaction. Contact us right away: 


HYUNDAI INDUSTRY 


197, 3KA, Eulchi-Ro, Chung-Ku, Seoul, Korea 
Phone: 265-2764, Tlx.: K29617 PHILCO Fax: 274-2846 


CLASSIFIED ADS WORK FOR YOU 


PLAY METER CLASSIFIED ADVERTISING 


Play Meter’s classified ads are sold by word (75¢ per word with a$10 minimum) or by 
inch for a display-classified ad ($30 per column inch witha 1 inch minimum). Prepay- 
ment must accompany ad. You may pay by check, money order, Visa or Master 
Card. Deadline schedules are available upon request. Send ad orders and prepay- 
ment to: Play Meter Magazine, P.O. Box 24970, New Orlenas, LA 70184. For more 
information, contact Joe Vonderhaar 504/488-7003. 


Write in or attach ad copy 


Company Name ———————__$_$_$_€T+$.?T 


Name —__——__————————————————————————————— ee 
Address Phone 

City State Zip Total Enclosed 

Visa Acct. No. Expiration Date: 


Master Card Acct. No. No. of issues 


Authorized Signature ————————_——————————————— 
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NO 
FRILLS 
PRICES 


We offer the Largest Selec- 
tion of closeouts, used 
games and conversion kits 
at the Lowest Everyday 
Prices. 


Commangdo....2.... 
Kung Fu Master... $1,995 
Call 


Marble Madness .. 
Hogan’s Alley..... 


CONVERSION KITS 
bank Panic .:.:..: 
| Cloak & Dagger... 
Crystal Castle 
Do! Run Run..... 
Great Swordsman . 
Hypersport 


I a 


Track & Field ..... 395 
Two Tigers........ 495 
LT System ......... Call 
Video Trivia ...... 595 


SPECIAL 
By a Konami Kicker Kit for 
$735 with purchase 

of any other kit. 


The Game 
Exchange 


P.O. BOX 09598 
1289 ALUM CREEK DRIVE (our only office) 
COLUMBUS, OHIO 43209 
(614) 258-2933 
CALL TOLL-FREE 
IN OHIO 
1-800-848-1514 
OUTSIDE OHIO 


1-800-848-0110 


53 


FRANK’S CRANKS 


222TRIVIA KITS222 


KITS-KITS-KITS 


LA Trivia (Kramer) .......- $795 Casino games 3in1..... $ 625 
Sente Trivial Pursuit ...... call (amusement only) 5 in 1. 675 
Sexual Trivia (Greyhound) . 695 Duck Hunt (VS.).......-- 295 
Video Trivia (Greyhound) .. 645 Hogan's Alley (VS.) ...... 295 
Ales available as Seta Fighter ....... your 
New or Used uprights, clea Oyo eae oy dv ca 
gers (for Tron)..... 545 
countertops and cocktail tables. Ve ini Systems with 
any one game ........ 1095 
NEW GAMES (Plus Freight) Pack-Rat (Atari System 1) ... call 
eke ft te - es call 
Cric FOO FIG yo es cy a. Call 9 SO oe a ene 895 
Commando .....:...-.: $2195 
(Ask now and receive a $500 NEW 
trade-in on your Chexx game) 
Frank MINN 6565 ee oes SECial Forces «2... +. $ 645 
‘The Crank” Paneroey ou. <ces es. 2895 (for Donkey Kong or 
Kung Fu Master-........ 2395 Donkey Kong, Jr.) 


Call us today for complete list on all 
new or reconditioned videos and pinballs. 


ALPHA-OMEGA-SALES 
Call Joe or Frank “The Crank” 
201/287-4990 


The Operator’s First Choice 
6 Sutton Place @ Edison, NJ 08817 


SONY 7 AMP POWER SUPPLY 
STILL ONLY $29.° 


= VIDEOWARE, INC. 


“The Operator's Distributor 


—— ™M 


600°Clover Street @ Los Angeles, CA 90031 
| In California: 213/225-1337 | 
TOLL-FREE 1-800-VID-WARE (1-800-843-9273) 
TELEX: 295379 TABLEVISION | 


o4 PLAY METER, July 1, 1985 
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cae A re Another vending profit-maker from Philip Morris. Ne ae ” ‘eel § tat 


a2 Me, a ¥ ~~ a: 4 Bs Da ., ey aa 


MS AT Ye : Now, withthe Maxi Credit Vend your can cena aitdcane- 
i ap ee RN - bilityofyourNational 20/22 column cigarette machines. . 


"ewe bas 4 _ to $2.50 using dimes.and quarters, in any order. 


we? 7 x ~The Maxi cir Vend mechanical conversion is = 
ae , se durable and qui ck and pra k to install. iequlres no * &..: 
Fu THE eo electricity. (*  # 


alae ees a4 

fC Fe. Se. Philip Morris will supply Maxi Credit Vend channels 
: ‘ey » which can be installed at your locations i in approxi- 
as mately 20 minutes per machine. 
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| ant ee er “Call your Philip Morris. representative now.and aes 
ge Ws | a ¢ learn how you can qualify for the Maxi Credit Vend ag ss 
Sg ah eee aor} Se oe coin channels “hahaa will make your. aries work © 4 
Bag thy 7 a ‘harder for you.” 


. Gah ere my This program is one more example of our on- going — 
ges } commitment to the vending industry. Make Pane 
‘a Morris your rene in Kiel 
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“Me had 200 tnits 


s Ab eas 
oe eee. since January. .. 
i ; -. absolutely no 
SH wee gst ¢ mechanical problems ate 
‘ ...No complaints about mee es 
: 2 ry 7. 
ae » the lack of.a niékel ee 
ves slot, .. I've ordered 800 | ane 
| | units more. " isa. 
i —Jack D. Kerner | 
Vice. President 
i Melo-Tone Vending 
P Somerville, Mass. ee 
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